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PEORIA LIFE 
INSURANCE COMPANY 


. offers to its agents 
& program of constant 
all~year-round service ~ the 
practical kind of service that 
makes them successful 
Peoria Life manager in St and prosperous. Co-eporacion 


— = Peoria Life Home Office Building 








Agency Contests Build 


November Business 


One of the chief objects of Peoria Life Service to Agents is to encourage 
in Peoria Life agents a fresh and healthy interest in the pursuit of then 
business. This is not attempted by artificial st'mulants nor fixed-up devices, 


For instance, last month was Manager's 
of Peoria Life agents for their state and d 
of that month's activity. Likewise next month will be Policyholders’ Month, 
with special emphasis on serving the needs of policyholders, an aim which the 
Peoria Life has always in mind 


In November, we capitalize the enthusiastic lovalty which Peoria Life 


agents feel for their own agencies. The spirit of contest is in the air these 
autumn days. So this month, our agencies are paired off for a series of 
spirited contests—contests that build agency traditions and stimulate agents 
production to a degree that is clearly 1 


PEORIA LIFE INSURANCE COMPANY-—PEORIA, ILLINOIS 





The Man We Want 


Did you ever notice the fellow who gets out and really hustles? 
Watch him the next time you see him. He smiles when the going 
is rough, and he takes the hard knocks as he finds them, but he 
certainly is there at the finish. 


All he asks is a square deal, a little encouragement, and he’ll pro- 
duce business that counts. Give him a company like the Peoples 
Life, with its friendly aid and interest; then watch his record. It 
will be worth watching. 














Chicago, Illinois 


R. P. SHEPHERD, Ph. D. 
Educational Director 
Room 304 Peoples Life Building, Chicago 


Kindly address Dr. Shepherd with 
reference to available territory 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - - $24,100,000.00 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 








Gentlemen: I want to thank you for your check for $639.24 and a 
paid-up policy for $2,000.00, just delivered by your agent, O. R. Frey. 


The necessary payments have never been hard to meet, and have not 
kept me from getting six quarters of land at the same time. You have given 
me fair and courteous treatment at all times, and I am pleased with the 
transaction. 


Yours truly, 
JOHN N. WARD. 











TWENTY YEAR SETTLEMENT 
Elwood, Nebraska, October 21, 1924. Matured in the 
mmere Eile Saeurance C2. OLD LINE BANKERS LIFE INSURANCE 
Lincoln, Nebraska. COMPANY 


of Lincoln, Nebraska 





Name of insured............ John N. Ward 
Residence............... _.Elwood, Nebr. 
Amount of policy................ $2,000.00 
Total premiums paid............. 1,164.00 
SETTLEMENT 


Total cash paid Mr. Ward $639.24 and a 
paid-up participating policy for $2,000.00. 


If interested consult one of our agents or write 
Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 
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METROPOLITAN GIVES 
INVESTMENT ANALYSIS 


Treasurer's Booklet Shows What 
Its $1,500,000,000 Assets 
Mean 


VITAL FORCE IN COUNTRY 


of Business World 
to Be the 50,000,000 
Life Policyholders 


True Capitalists 


Shown 


\ valuable treatise on company invest- 


nents is contained in 


a pamphlet issued 


y the Metropolitan Life on “What $1,- 


500,000,000 of Assets Means.” It is an 

explanation of “how the world’s biggest 
ite insurance company has made its re 
sources a mighty force in the expansi 
development ot twe nations 

tten by Henry W. George, treasurer 
the Metropolitan Lite Mr. George 
shows the important place held im the 


vestment world by life nsurance 


licyholders The schedule of the 
Metropolitan investments shows the ex 
tent to which the 31,000,000 policy 


lers of the company are intere sted in 
the development of business and govern 

At the conclusion he that 
the 50,000,000 life insurance policyholders 
f this country are the real owners of the 
business properties, the 


nent states 


, 
real Capitalists ol 


the country, whose securities form in so 
large a part of the accumulated funds 
Bonds Chief Investment 
The greater part of Mr. George's dis 
ussion 1s given to the question of cor 
porate bonds, as that is the largest class 
investment held by the company 


ck and constitute 42.7 
the Metropolitan's total assets, 
this less than one-quarter ot 1 
s represented he 
York law prohibits life insurar 
panies from holding corporate steck and 
that acquired by changes in business 
must 
Che 
he $3,717,526 of 

Mi The company’s 


$645,590,000 iver one 


St bonds percent 


and 
percent 


New 


ee con 


by stocks 


disposed 
latter 


sStOCKS | 


Zanizations be 


Veawts class repr 
lid by the 
tropolitan 
estment totals 
lt of this ts in 
third is in government 
dl the 
tion light 


steam railroads 
and 
remainder is in 


and 


s and 
power con 


telephone and telegraph comy 





tate corporations, and miscellaneous 
strial corporations 


Railroad Holdings Greatest 


inalyzing the vast amount of rail 
Met opolitan, 


mportant part 


play 


held 


show > 


by the 


bonds 
C,eoree thre 


steam ed u the 
velopment of the country. He sh 
| excellent and substantial 
investment Next in rank of 
ot Metrop hitan come 
ernment and municipal bonds 
OOO 000° are 


railroads have 
ows 
to be an 

ot 
estments the 
(over 
nited 


S44 000,000 


S14 represented l 
obligations Over 
bonds of the Dominion of ¢ 
New York companies cannot 
(CONTINT ED ON PAGE 


ites are 
nada 
invest m 
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PLANS FOR THE BUREAU 


GRAHAM IS CHOSEN DIRECTOR 


Service Organization Will Now Be 
More Closely Allied With the 


American Life Convention 


rhe directors of the American Service 
Bureau, the inspection bureau operated 
in connection with the American Life 
Convention, gathered in Chicago 
George Graham, vice-president of the 
Central States Life and president of the 
American Life Convention, was 
a director of the Service Bureau 


elected 


This 


was in keeping with the resolution 
adopted by the American Life Conven- 
tion at New Orleans, which contem 
plates a closer working relationship be 
tween the American Service Bureau 
and the American Life Convention 

As it now stands, three members 
the execut ‘ mittec t ( 





Kk. G&G. SIMMONS 

President American Service HBureau 
vention and Secretar rW. BI 
ire members of the board of tl Am 
ca Service Bureau Har | “ea 

the S« land Lite and DD (; 
Simm t Pan-American Lite are 
x thie cl Ts tl exe ‘ 
mittec t the \met I ( ‘ 
two rth be x“ cx esidents he r 
bot! ! tie boar ti \n i 
ery 4 l Ire | = t gs 
th iw val 
trons 

Accounting Department Transferred 

\t the mMecting «¢ t lit tors I 
the \nn Ca »s \ | vas 
igreed that rie mccounting irtment 

the Service Bureau s . ed 

New Orlea ri 1 er- 
sonal direction b’resicle l ( si 
mons The acc inting divis ! is beet! 
m Chie igo om charge ot Cashic M 
Cederstrot Mr. Cederstror and = his 
corps ot clerks will move to New O 
leans about Jan. 1 This will place the 
financial operations of the Bureau di 
rectly under President E. G. Simmons 
and Vice-President Fisher Simmons 
No change will be made in the operat 
ing plans ot the American Service Bu 





SUGGEST PEACE PLAN 


WOULD END ALL WRANGLING 





Cincinnati Agents Present Constructive 
Idea for Ending “Half-rate” 
Policy War 


CINCINNATI, O., Nov 


Cincinnati Life Underwriters’ 


tion held a special meeting o” 
which was attended by about 50 mem- 
bers to discuss the .half-rate ordinary 


life contracts, and to decide what action 


to take about them. Vice-President 
Holterhoff was in the chair A 
tion was introduced following the 
of ‘the New York association, which re- 
quested the companies now writing this 
form of policy to withdraw it and asked 
that those companies contemplating 
drawing up a similar form go no far 
ther in their plans 


resolu 


Defer Condemnation 





ussion < the s§ ¢ 
T \ ws prevatic 1 
erring actior I 
brought « t i l t 
the haltf-rate es 
s( 1 d there c 
mental to life ones 
was ti sense of t 
eal dift y wit t 
1 the na the 
whol and ““ 
ire terms a plic it 
ic of contract. To call a 
policy a “half-rate” ordinary life « l 
not but result in confusion and misun 
derstanding, and it s telt 
was the real object 
New Name Suggested 
If a generic term could be coined 
which would be applicable to this fort 
alone, just as “term,” “limited paymet 
life endowment’ ul guarantee 
monthly income class ese volicies 
definitely. the difficulty would be me 
It was suggested that the hal ite 
1 \ e called the step-rate lite 
Che meeting pass 1 a tentative res 
lut en dving thes« ! sti t 
ing the secretary t dra t 1 the 
proper form and to send copies to the 
New York Association, the Life Insur 





ance Presidents Association, the Ame 
ican Life Convention, the Life Agency 
Officers Association, the Prudential, the 
Aetna and every member of the ( 
cinnati Association. It is expected tha 
the exact form of the document will 
determined in the cours ‘ the next 
day or two 
reau All the branch offices are t c 
¢ tinued ind new offices will b 
n ; 3 1 n i or : ] 
rf ed as § is it 1s deeme rac | 

Plans were discussed at the ( ig 
meet g | ku gw t le ne 

the s e for ( 
ention companies t the 
Americal Service Bur Urct 
ber was the largest in its history 

Passes Hundred Million Mark 

Che Bankers Life of Iowa has pass 
the $100,000,000 mark in new paid f 
Dusiness For the first ten months the 
wl ‘ Wad S100 769,040 For t! c cv re 


vear, the 


Oct er, tl 


FIGHT ON HALF-RATE 
POLICY GROWS RAPIDLY 


Associations Throughout Country 


MAY 


Some 


NEW YORK, Nov. 18.—The fight 
¢ } } ir ‘ ] 
over the hal rate I lite polic 
nr ‘ } ‘ 
pre s¢s De e ¢ e t severe 
that the life s nce siness has se« 
i years. Re e coming 1 
7 1 ‘ ; ‘ 

i the l s lite under 
wr ers c “ Ne . 
‘ ' 

i is Cla ipt to hav 
. “ re $s p ( 
\ iw I t Lhere are 
t s s s it the 
, : ! } 
ss ns r $ Sstul in ther 
tter the WW ¢ presented t 
} 
} rar . } } 
ne s ince con $s Ss when they 
New York mon rhe 
tw chiet companies ting this rm 
i< AC a and the Pr have bot! 
eard the « ttees of th nder 
WT ¢ . ! es té their <« } ] T 
‘ { - ‘ i fills 
ed 
May Ge to Commissioners 

There see : ‘ A 
im mz inte write that the . 
ance cComrnissioners constitut ‘ +} | mer 
ive re br , ent 
gene we s t lite nder 

Writers s til the De 
< NM c ss ieTs 
s ely eir ac 
es vards elr lual state 
mimis ers He suggests that the 
resolut s P " g adopted 
y | ss i $ s of the 
s ] « | 
Cc enda 
‘ s t ’ 
t i super 
tu : 
$ THe evi ial 
es . if ! 
i 
c \ i” t ! ‘ 
t ‘ : s whe 
t < New \¥ Wi ver 
c es t T udy it 
4 ad 
es | 7 
‘ ‘ y ' 
y i x 
\W ca ent are the 
rm 4 Chey 
< t “ i le < 
¢ siness 
: ig 
i i : $ rewar d by 
S Ss < 
Associations Geing eon Record 
t ; ~ e the loca 
’ t associa ; all parts of the 
.  >evera i lopted a res ! 
; similar to that ad 1 by ¢l New 
York Ass t und bemg 


Are 


Condemning Practice 


Agents F 


eel 


APPEAL TO 


Issue 


Adopting Resolutions 


STATES 


Should Be 
Carried Direct to Insurance Com- 


missioners for Disposition 
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forwarded to all of the company organi- 
zations. Pressure is being brought on the 
companies to persuade the two leaders 
in this movement to withdraw their forms 
and to persuade its withdrawal by others 
who are considering its adoption. Such 
resolutions have been adopted during the 
past week by the Louisiana Association, 
the organization at Lincoln, Neb., the 
Minneapolis life underwriters, the state 
association of North Dakota and the as 
sociations in Washington, D. C., Padu- 
cah, Ky., Warren, O., DesMoines, la., 
and the states of Colorado and Maine. 
The Chicago association took the mat- 
ter up at its meeting, but deferred ac- 
tion until its next session as did the 
Cincinnati association at its meeting last 
week 
Some Opposition Expressed 


disapproval of the 
fight, so far reported, comes from the 
Kansas City life underwriters. ‘Several 
of the general agents of Kansas City ex- 
pressed the opinion that a fight on this 
issue would result in a demoralization of 
agency forces and create public ill-will. 
If this question should come to a vote, 
although scarcely a favorable argument 
has been advanced, it is not believed 
that the Kansas City agents would go 
on record. It is also suggested that the 
agents might be in an embarrasing po- 
sition, if, after fighting the move, their 
form 


The only actual 


own companies should issue the fo 
and they themselves go into the field 
with it. 


Strong Action by Some 


Especially drastic was the resolution 
adopted by the North Dakota associa- 
tion which not only condemned the prac- 
ice, but requested all members of the asso- 
ciation to refrain from representing com- 
panies that issue this form The resolu- 
tion read as follows: 

“Be it resolved that we respectfully 
request the companies now issuing these 
policies to withdraw them; and we fur- 
ther request that those companies which 
may be considering issuing policies of 
this general form not to put them on 
the market until such time as the two 
companies now issuing them shall have 
had opportunity to reach a decision as 
to their withdrawal; and we further re- 
spectfully request that in the future all 
companies represented in the member- 
ship of this association shall refrain from 
the issuance of any form of policy which 
is not absolutely beyond criticism as to 
inherent character, just and fair to all 
policyholders alike and without special 
inducements.” 

The text of the resolution adopted by 
the Minneapolis association, repmesenta- 
tive of the action in most cases, was as 
follows: 


Strong Resolution Adopted, 


Whereas, certain life insurance com 
panies have issued a so-called whole lifts 
half rate policy and others are reported 
as contemplating similar action, and 
Whereas, it is our firm conviction that 
the issuance and sale of such policies is 
subversive of the best interest of life 
underwriters generally in that it tends 
to confirm a belief alread too wide 
spread on the part of the public that life 
insurance can and ought to be offered 
at a much less rate than is charged, and 


Whereas, such a policy tends further 
to reversion of the public mind to the 
idea of cheap insurance as illustrated 


by the assessment or fraternal systems 
from which we have but recently beer 
emerging, and 


“Tends to Dissension” 


Whereas, by such a form no good pur 
pose is served not already better served 
by existing forms and no freak policy 
issued for competitive purposes only is 
in harmony with the altruistic principles 
of our great life insurance organizations 
and the issuance of such a form should 
therefore be beneath their dignity, and 


Whereas, the sale of such policies 
tends to dissension and ill feeling be- 
tween life insurance agents on whon 


the companies must depend for their fu- 
ture prosperity, 

Therefore b it resolved that the 
Minneapolis Association of Life Under 
writers, through its executive commit- 
tee, hereby deprecates this action on the 


part of such companies and respectfully 





NATIONAL 


TO PASS ON MERGER 


HOLD HEARING IN ST. 


THE 


LOUIS 


Commissioners Take Up Proposed Re- 
insurance of Standard Life by 
International 


LOUIS, MO., Nov. 20.—A special 
commission headed by Hyde, 
superintendent of insurance for Missouri, 
will meet in the honie office of the In- 
ternational Life here today to pass on 
the proposed merger of the Standard 
Life with the International. All inter- 
ested parties, including the policyholders 
of both companies, were notified to ap- 
pear at the hearing if they desired. 


Approved by Stockholders 


eo : 
pen C. 


Under the terms of the reinsurance 
contract the International will buy all of 
the insurance and assets of the Stand 
ard Life and the International will as- 
sume and reinsure all of the outstanding 
insurance of the Standard and assume 
any other liability, indebtedness or ob- 
ligation of the Standard. 

The annual meeting of the Interna- 
tional Life stockholders, held here Tues- 
day, voted upon and approved the mer- 
ger with the Standard Life. The rein- 
surance contract had previously been ap- 
proved by the stockholders of the Stand- 
ard Life. 

The companies have 
same management for several months, a 
group of the Standard Life others and 
directors having purchased a controlling 
interest in the International Life. 


been under the 


requests them to withdraw the objec 
tionable forms; and further requests 
that no other company in the future 


shall issue this or any other policy not 
based on the principles of equal justice 
to all and the welfare of all. 


LOUISIANA ADOPTS RESOLUTION 
NEW ORLEANS, LA., Nov. 18.—At 


a special meeting of the board of di- 
rectors of the Life Underwriters Asso- 
ciation of Louisiana last week, a strong 
resolution condemning the half rate poli- 
cies issued by the Prudential and the 
Aetna was adopted. The resolution re- 
quested the companies now writing this 
form to withdraw it and companies who 
are about to issue it to delay issuance 
until those now in the field have made 
a decision regarding its withdrawal. A 
copy of the resolution has been _for- 
warded to the Association of Life Presi- 
dents, the American Life Convention, 
the Association of Life Agency Officers 
and each of the state life underwriters 
associations. 
NORTH DAKOTA AGENTS ACT 

FARGO, D., Nov. 
meeting of the executive 
the North Dakota Life Underwriters 
Association, held at Fargo last Thurs- 
day, a special committee of six was 
named to investigate the hali-rate poli- 
cies recently put on the market by the 
Prudential and the Aetna. At a later 
meeting, the executive committee drew 
up and adopted a resolution, which not 
only condemned the policy and urged 
its withdrawal, but requested members 
of the association to refrain from offer- 
ing such a policy. 


TAKE EMPHATIC 


MINNEAPOLIS, MINN., Nov. 18.— 
Life underwriters of Minneapolis, through 


18.—At a special 
committee of 


STAND 


their association, have taken an em- 
phatic stand against the half rate policy 
of the Aetna and Prudential. Declar- 


ing that such a policy is against the best 
interests of life underwriters generally 
and leads to dissension and ill feeling, 
the executive committee of the Minne- 
apolis Association of Life Underwriters 
has adopted resolutions requesting the 
two companies to withdraw their con- 





UNDE RWRITER 


TEST ON GROUP POLICY 


HARTFORD CASE IMPORTANT 


Insurance 


Suit Will Decide Whether 
Covers Employe Discharged During 
Iliness Which Ends in Death 


HARTFORD, CONN., Nov. 18 An 
important question involving claims 
under group 


test case 


insurance 18 Invoived t 


filed in supe r cou here 


Phe decision will determin« hether an 


employe discharged during an_ illness 


which began during employment 


ended with death is covered under a 
rroup contract. The case is against the 
Connecticut General Life and is broug] 


by the estate of a 


the Gulf Oil Corporation of New York 


deceased emp! 


Three Important Questions 
Lawyers and underwriters agree that 
important 


discharge oi 


raises a number of 
questions. First, 
an employe during an illness ending in 


the case 
does the 


ceath but contracted during his employ 
ment prevent his estate from recover 
ing under the strict terms of the policy? 


Second, how long does the insurer have 
to carry the insured during illness “as 
employed” when he is I 
employed by the policyholder? 
must the 


tecnnicaily 
longer 


Chird, policyholder carry the 


insured as employed and pay him during 
the period ot his illne to establish the 
fact of his employment as a basis otf re- 
covery? In other words, what protec- 
tive limitations for the insured, insurer 


and policyholder are there in the situa- 


tion suggested? - awyers Sa} the ques- 
tion has neither been decided nor raised 


in this state. 


tracts and urging other companies not 
to issue similar ones. 

John A. Blond, president of the asso 
ciation, called the executive committee 
together to discuss the question follow- 
ing receipt of a communication from the 
New York association asking the local 
men to make known their position. 


SPECIAL SESSION AT LINCOLN 


LINCOLN, NEB., Nov. 18.—At a 
special meeting of the Lincoln Life 
Underwriters Association, called for Sat- 
urday last at the request of the New 
York association, a _ resolution was 
adopted, which asks the companies issu- 
ing the half rate policies to withdraw 
them and requesting other companies to 
wait, before issuing like policies, to see 
if the two companies now issuing them 
will withdraw them. The _ resolution 
further stated that the association em- 
phatically but respectfully asks that all 
companies represented in its membership 
follow the standard form of policies and 
refrain from issuing any offering special 
inducements. A copy is to be sent to all 
the various life associations. 

The resolution recited that ever since 
the state of New York forced the writ- 
ing of standard form policies results 
beneficial to the public and the business 
have followed, and setting forth the 
opinion that the half rate policies are 
misleading in name, that their sale will 
result in misunderstandings and will in- 


crease lapsation. 


TAKE NO STAND 
KANSAS CITY, MO., Nov. 18.— 


Kansas City general agents are not in- 
clined to be quoted regarding the so-called 
new half-rate five year term ordinary life 
policy, but they certainly are keenly 
alive to this subject. Hardly a favorable 
argument has been advanced and there 
is general conviction that the forms will 
be withdrawn. It seems impossible to 
them, that they are really seriously con- 
sidered, as factors to be introduced into 
the field of life insurance, at this stage 
of the service, so dangerously would 
(CONTINUED ON PAGE 2S) 
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PLAN “ANNUAL MEETING 


BIG GET-TOGETHER 


TO HAVE 


Federation Rounding Out 
Details for New York Meet- 
ing on Dec. 8 


DETROIT, MICH., Nov. 18.—Pre 


Wswoder vy at 1) 


Ss ale \ i mde Wa i Hie I 
ial headquarters of the’ Insuranes 
Federation of America, in Detroit, for 
the 10th annual meeting of that organi 
ition in the Hotel Astor, New York, 
Dec. 8 


hosts at this 


rhe gathering of the 
I during the day will be 


ious hostelry 
lowed by the meeting proper at 7 
m. It will begin with a get-together 


rin the banquet room of the hotel 

ich will be attended by delegates 

irom state federations and representa 

tive Of insurance conipanies, Compris 

ing all branches of the business, who 

are members of the corporation, and 
guests 

. 


Outsiders to Be Present 
Rep resentatives from business organi 
zations outside of insurance also are ex 
pected to be present, in that 
generally is coordinating with the In 
surance Federation movement in an 
effort to stem the tide of socialism which 
threatens to engulf not only insurance, 
but other te as well. 

Following the dinner will come the 
business of the annual gathering. A 
tentative program includes reports by 
Charles Bellinger, president; William 
BroSmith, chairman of the advisory 
board; William G. Curtis, treasurer; 
John T. Hutchinson, secretary. 


business 


To Report on Election 


One of the features of the program 
will be talks by representatives from the 
Insurance Federation of Oregon and the 
Insurance Federation of Missouri on the 
great campaigns conducted in those 
states, bringing about the defeat of pro- 
posed state monopolistic workmen's 
compensation constitutional amendments 
at the November election. 

Following reports of committees and 
election of officers the convention will 
conclude with an executive session of 
the officers, members of the advisory 
committee and board of trustees. 


AD CONFERENCE IN HARTFORD 








Many Men Prominent in Insurance 
Field on Program for Sessions 
Held There This Week 


The program for the conference of 
insurance advertisers, in connection with 
the fifth annual convention of New Eng- 
land advertising clubs, in Hartford, Nov. 
16-19, lists many prominent speakers. 
This group of insurance advertisers met 
Tuesday in the assembly room of the 
Phoenix Mutual Life. 

The program is as follows: 
trated Sales Effort,” Winslow Russell, 
vice- president and agency manager, 
Phoenix Mutual Life; “Putting Life 
Inta Life Insurance Advertising,” Geo. 
\. Morse, sales promotion manager, 
Moore & Summers, general agents, 
Boston; “Modern Merchandising of Fire 
Facts,” E. L. Sullivan, advertising man 
ager, Home of New York; “Getting To 
gether,” E. A. Collins, president Insur- 
ance Advertising Conference, New York 
Citv; “Multiplying the Advertising Dol- 
lar,” Bert Swift, district manager, 
Equitable Life of New York, New Bed- 
ford, Mass. 

Mr. Swift is the author of “Letters 
of a Life Insurance Salesman to his 
Son.” He has contrived a rather unique 


“Concen- 


way of advertising. For the past four 
vears he has advertised in his local 
newspapers everv other day, without 

kip, and writes his own copy, never 


peating an article. 











Yiim 


le gets a 
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L. A. CERF SPEAKS ON 
BUILDING A PROGRAM 


Gives Especial Attention to the 
Prospect of Moderate 
Means 


AVOID COMPLICATED DATA 


Fitting Insurance Scientifically to a 
Man’s Needs Gives Agent a Reg- 
ular System of Work 


NEW YORK, Nov. 19.—At the 
monthly meeting of the New York Lite 
Association L. A. Cerf, 
Jr., manages of the uptown office of the 
Mutual Benefit Life in New York City, 
program 


derwriters’ 


excellent talk on 
the prospect with a 
Mr. Cert 
who in the first 
graduation from the 
has written $2,500,000 of life insurance, 
$750,000 of which was written in 1923. 
He is now hitting a $1,000,000 a year 


gave an 





building for mod- 
erate income. was introduced 


as the man five years 


since university 


clip. 
Mr. Cerf said that the man of mod 
often receive the 


erate income does not 

latest service in life insurance which is 
a life insurance program. He said that 
it was a mistake not to give this kind 


service to the man of moderate means. 


He said that when he spoke of a man 
with moderate means he did not mean 
a man earning $15 a week but rather 


$4,000 to 
men who 


1 man whose income is from 
$15,000 a year. These are the 
are making good but who are not in the 
millionaire class and who are principally 
interested in insurance to protect their 
families. An insurance program he 
said is scientifically adapting life insur- 
ance to a man’s needs. He said the 
modern life insurance is 
build an insurance pro 
must know his client's 


emphasis in 
To 


agent 


on needs. 
gram an 
need. 
Gives Regular System 

There are a number of advantages 
to the agent in the program idea. First, 
it gives him a regular system of work. 
It gives him a habit talk, a regular way 
of beginning an interview, of getting 
the facts, of selling his case and ol 
closing. Mr. Cerf said he did not mean 
a “parrot” talk but a regular system ol 
selling so that when the agent is face to 
face with his prospect he knows exactly 
what to do. He said that the program 
plan is the best way to sell a man in- 
surance who thinks he has all he needs 
because it is only through a program 
that you can show him what his needs 
are. Because the cornerstone of pro- 
gram insurance is income you are bound 
to sell larger policies if you follow the 
program plan. He advised the agents 
1ot to enter lightly upon the program 


insurance. They must really know 
something about it and study it. 
Uses Simplified Form 
Mr. Cerf said that he is not a be- 


lever in the bulky, elaborately gotten 
up program with stamped leather covers 
nd the like. He said a 24-page pro- 
gram may be a fine thing for a million 
uire who has plenty of time to study the 
g and who will take it aboard his 
vacht and give a day or so to thinking 


thin 


itover. The average man will be much 
pressed and appreciates such an elab 
rate program but he will say, “Yon 


ve gone to a great deal of trouble for 
é \fter IT have read it I will let vou 
know what I am going to do about it.” 
he will tell his stenographer to be 
and have him read it the first time 
chance. A week later the 
igent calls around and receives a reply. 

haven't had a chance to read it.” 

(CONTINUED ON PAGE 23) 
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‘CHANGES POLICY NAME 


URGES CAUTION IN 


WRITING 


Prudential Takes Steps to Eliminate 
Its “Half-Rate” 


Ordinary Form 


Objections to 


NEW YORK, Novy. 20.—A step to 
eliminate the 
the hali-rate 
week by President 
of the Prudential, 
sent to superintendents and managers 
urging that the new policy be issued 
only where conditions necessitate a low 
premium and in addition changing the 
name of the contract from the halt-rate 
policy to “whole life policy with prem 
ium rate for five halt of the 
sequent rate.” President Duffield’s mes 
sage reads as follows 

“A number of our field 
tives have 


objections raised against 
contract was taken this 
Edward D Dufheld 


when a letter was 


vears sub 


representa- 
received copies ot circular 
letter from a committee of the Life 
Underwriters’ Association of New York, 
in which it is stated that efforts are to 
be made to induce companies issuing 
a whole life policy with half rate for 
the first five years to discontinue that 
form of contract. 

Field Forces 


“In order that our field men may 
understand the situation, we desire to 
state that this policy took its inception 
from repeated requests from our agency 
force for a term policy that could auto- 
matically be converted to a whole life 
contract. It was stated that if the con- 
version were automatic, a much larger 
percentage of the policyholders would 
be induced to continue the contracts 
than is possible under the convertible 
term plan, under which, it was insisted, 
the insurance really had to be sold 
twice to the applicant, once on the issue 
of the term and again on the conversion 
to a permanent form. In considering 
the issue of a term policy automatic- 
ally converting, it was observed that the 
premium after the end of the five year 
period was rather more than double that 
during the preliminary period, and it 
was felt that the policy would be in 
every way more satisfactory to the in- 
sured and to our agency force, if it were 
written in the form in which it eventu- 
ally appeared: namely, a regular whole 
life contract with the premium for the 
first five years exactly half of that pay- 
able thereafter. 

“From the above account of the origin 
of the new contract, it is clear the pol- 
icy was not intended as a ‘competitive’ 
policy. Moreover, one other company is 
already issuing it, and other companies, 
we are told, are considering it. The fact 
that it has been so popular is evidence 


Sought by 


merely that it is unusually well fitted 
to the insurance requirements of many 
individuals 
Better Than Term 
“While no additional commission on a 


first-vear basis is allowed when the full 


premium becomes payable, although in 
the case of a converted term policy first- 
year commission is allowed on the 
changed contract, commission is paid at 


the issue of the policy at a rate suff- 
ciently above that on term policies to 
make the new contract, in view of the 
large proportion of term policies that 


are never converted, the more remunera- 


tive to our agency force 
“It was intended and expected that 
this contract would largely replace our 


term issues and this expectation has 
been realized. It may be that in some 
instances the policy is unwisely placed, 


a regular whole life contract being much 
better suited to the case, but as this 
situation is just as common under the 


term policies issued by practically all 
companies, no added disadvantage re 
sults from the issue of the new form 
We desire. however, to take this oppor 
tunity to impress on our agency force 


that the contract in question should be 
issued only where there is a real neces- 
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SUGGESTIONS 


CHAMBER OF COMMERCE PLAN 


Officers of the Oranization Lay Before 
President Coolidge Some Proposi- 
tions That Need Attention 


WASHINGTON, D. C., Nov. 17 
lhe position of American: business on 
important current national economic 
has been put before President 
Coolidge by the Chamber of Commerce 


questions 


of the United States in a statement set- 
ting out principles upon which the 


Chamber lays 


timely 


emphasis as especially 


Include Important Tepics 


In each instance the Chamber's pro 
posals are the result of action by the 
organization's membership. They were 
presented to the president in person by 
Richard F. Grant, president, and Elliot 
H. Goodwin, resident vice-president of 
the Chamber Phe subjects dealt with 


include: Repeal of income tax publicity, 
creation ot a national tax commissiot 
declaration of a policy regarding trade 


associations, the establishment and carry 
ng out of a merchant marine policy 
} | ‘ > 

development of waterways, the Railroad 


l ibor Board, 


the setting up of an imn 
gration commission to recommend and 
administer legislation, extension of the 


ysten 
syvsten 


budget 


BIG LOANS ARE AUTHORIZED 


Metropolitan and Equitable Invest 
Heavily in Providing Homes for 
Thousands of Families 


Reports on bond and mortgage loans 
authorized by the Metropolitan Life 
and the Equitable of New York, which 


have just been made public, show the 








extent to which funds of life insurance 
companies are being utilized in the 
erection of homes, to aid the farmer 
and for general business purposes. Dut 
ing the 10 months ending Oct 1924 
the Equitable authorized loans on bond 
and mortgage amounting to $66,7 84 
Of this amount, $29,565,200 was on 
dwellings and apartments in 125 cities 


throughout the United States, providing 
accommodations for more than 9,000 
families. Loans amounting to $3,805,300 
were authorized on buildings 
in 13 states and farm loans aggregating 

were authorized, principally 


$33,424,784 
in Towa, Oklahoma, Illinois, Indiana 


business 





Minnesota, Missouri, Kansas, Nebraska 
South Dakota and Tennesse 
Metropolitan Loans 
Che Metropolitan last Thursday au 
thorized loans on bond and mortgage 
amounting to $6,807,300, $4,628,050 
being city loans and $2,182 ) farm 
loans Ot the city loans, $2,135,550 
were for housing, and for 494 dwellings 
to accommodate 537 families and 27 


accommodate 250 
providing for 791 


houses to 
altogether 


apartment 
families 


families. Six loans on business build 
ings amounted to $2,092,500 The hous 
ing loans were in 23 states and the farm 
loans scattered in 18 states in the west 


and south 


sity for a low rate of premium for a few 
years and where it is reasonably certain 
that the policy will be continued in full 
force at the increased rate when the 
five-year period is up 

“The new policy is admitted to be 
actuarially sound beyond all question, 
and with the hearty cooperation of our 
field force in our endeavor to place it 
only where it is best suited to the ap 
plicant’s requirements, we feel that its 
adoption has added to the usefulness of 
the company’s service to the community 

‘Hereafter this policy will be known 
as the whole life policy with premium 
rate for half of subsequent 


rate.’ 


five vears 


w 


ALL CONNECTICUT MET 
IN GALA CELEBRATION 


“Insurance Day” at Hartford Last 
Week Was Notable 
Affair 


HAD GALAXY OF SPEAKERS 





Wealth of Nationally Prominent Men 
Addressed the All Day Session 
of Insurance Folk 


BY RICHARD C. BUDLONG, 


!ARTFORD, CONN, Nov. 18—Con- 


necticut Insurance Day proved to be an 
event of real national importance Not 
niv was tt Of imtens local interest, as 
as ¢ enced by the attendance of 700 
surance men trom all lines, but its na- 

t nterest was assured by the appear- 
ance o1 n excellent program of officials 
] 1 ini ] ted in Hart- 

I d It was a significant event because, 








JAMES L. ¢ 
Former President 


ASk, Nerwich, Conn, 
National Asseciation 














of Insurance Agents 
is the second state insurance day follow 
wz that of Indiana, it indicates that the 
insu ( day lea ge one and 
vill probal be followed many in 
stances Tha vill become an annual 
event in Hartford is almost a certainty 
In the morni here were two meetings 
that of the (¢ urance Agents 
\ ciation an Life Underwriters 
\s iat of Cor ticut. In the after 
1 all kinds of insurance men gathered 
together in the auditorium of the Travel 
rs with James L. Case former presi 
dent of the National Association of In 
surance Agents, presiding 
Had Strong Speakers 

Such speakers as Louis F. Butler, presi 
dent of the Travelers, and Richard M 
Bissell, president of the Hartford Fire 
( not appear o nany lation meet 
ngs and carried out the idea of all 
surance being gathere together 

Particularly was true of the ad 
dress of Louis F. Butler. Mr. Butler has 
long been an advocate f multiple line 
insurance. A gathering of all classes of in 


men, regardless of the class of 


in which they specialize, is right 


surance 


msurance 


in line with his ideas This man whose 
thought and personality dominate every 
department of the largest multiple line 
organization, paid the deference to his 


subject which was “The Contribution of 
Hartford to Casuality Insurance” by 
pointing hat three of the 10 leading 


located in Hart 
“Insurance 


casualty co 


ford. and then said in effect 





wes ire 








companies must necessarily be looking 
forward, trying to guess what the future 
will require of the insurance business. 
\s I think of the history of insurance, 
its present status, and then look forward 
into the future, it seems to me that this 
is the right kind of an insurance gather- 
ing. It is made up of insurance men of 
all kinds, who can course be further 
subdivided into their various classes, but 
who should certainly now and then join 
together in a meeting of insurance men. 
I think the day has come where the 
agent's sign should read just “insurance.” 
Nothing will ever do away with the man 
who specializes. He will always have his 


of 


place and receive the reward that goes 
with successful specialization. 
Butler Urges Multiple Lines 
“At the start of American insurance 


we made no legal distinction between the 
various kinds of protection. Later, how- 
ever, laws were enacted which classify the 
companies and say that certain kinds of 
companies shall write only certain kinds 
of insurance. Those laws still prevail. | 
believe that this will be changed and that 
the time will come when companies finan- 


cially responsible will write any kind of 
insurance that the public demands. The 
time will come when the most important 
file in the home office of an insurance 
company will be that of policyholders, 
showing the kinds of insurance that each 
policyholder carries with the company, 
whether written by the same agent or by 


different agents 


Need for Ample Limits 
‘The 


see 


insurance today is 
to that each assured carries enough 
insurance and does not just carry some 
insurance. The public attitude is im- 
portant. The influence of public opinion 
is such that it is growing dangerous to 
sell a man a $5,000—$10,000 automobile 
policy. Every daily paper shows that 
such insurance is insufficient. The agent 
should see that insurance is extended to 
meet the client’s possible and probable 
necessity. Much can be learned from 
writing each line of insurance that ap- 
plies to other lines. I believe that the 
life insurance business leads in the amount 
of new premiums because of the organ- 
ized effort to increase the volume on each 


big move in 


man. It is my impression that this effort 
does not exist or at least is not closely 
followed in other lines. It will be a good 
thing for the public, for the agent and 
for the company when it is. Automobile 
insurance is the startling line of today 
because the need of it is so greatly ad- 
vertised. If the intensive cultivation of 
life insurance were followed with auto- 
mobile insurance the latter would be even 
larger than it is at present, although its 
volume has already passed that of com 
pensation. 

‘My closing advice to agents is that 
vou build not in the direction of a greater 
number of clients but rather by more 
thoroughly and extensively covering fewer 
clients. I believe that that will bring you 


increased income you and I and 


the 


that 
all good ; 


men desire 
Tells of Beginning 


Morgan G. 


\etna Life 


the 


pro- 


sident of 
on the 
ntribution 


Brainard, pre 
scheduled 
gram to speak about the c: 
Hartford to the life insurance 
but was unexpectedly called out of town 
His place was ably taken on the program 
by H. P. Gravengaard, manager of the 
life insurance training course of the 
(etna, who proved to be an orator of no 
ility His talk was mainly in 
spirational and brought the audience to 
at the close. He presented som 
history of life insurance in 
said that life insurance 
tart when James | 
1846. took out a policy in 
Benefit and undertook a gen 
that company in Hart 
ful that the busi 


dec ide d that al 


was 
or 


business 


mean ab 
| 
its feet 
on the 
Hartford 
Hartford 
Howard, in 
the Mutual 
eral agency for 
ford. He was ucces 
H irtford 
hould he started there 
and 
1846 
necticut 
three 
started 


only 


tacts 


got its 


nes men ot 


insurance company 


granite d 





ind charte r 
vy the legis 
mice rporated a 
Life Withir 
life surance 
the Connecticut 


was drawn up 
May 
the Cor 
i few 


and Wa 

Mutual 
other 

but 


one 


ars 
were 


Mutual is the 


companic 





UNDERWRITER 


November mec 1924 








BROADENS S$ ITS F I E LD 


EXTENDS NON-MEDICAL 


PLAN 
North American Life of Toronto Affords 
Privilege to Prospects in Cities 
and Towns 


he North American Life of Toronto, 
which has* been issuing non-medical 
business in country districts since the 
first of the year, is now extending the 
practice to towns and cities also 
throttghout Canada and Newioundland. 
The company first instituted the prac- 


tice in rural communities where medical 
service was more difficult to obtain, but 
many of the representatives working in 
towns and cities have found that many 
of the objections to non-medical busi- 
ness were dispelled by the simplicity of 
the application form and the despatch 
with which the business is handled. In 
October the non-medical privilege was 
accorded to old policyholders, irrespec- 
tive of whether they resided in the 
country or city, which resulted in a large 
volume of business. It is expected that 
a large increase will be made this month 
now that the non-medical privilege has 
been extended to everyone in country 
or city, subject only to certain restric- 
tions as to age, race and sex. 


exists today. In 1850 the 
Aetna amended its charter to write life 
insurance, but in 1853 it was decided to 
create an independent company known as 
the Aetna Life. The Phoenix Mutual 
was started in 1851, the Connecticut Gen 
eral in 1865 and in that same year the 
Travelers organized its life department. 

President Richard M. Bissell of the 
Hartford Fire gave a very thorough talk 
on the contribution of Hartford fire in- 
surance companies to the fire insurance 
business 


of them that 


Commissioner Lauds Business 


Commissioner Howard P. Dunham said 
that there are a very few fraudulent and 
unreliable insurance companies. They are 
usually very short lived, but however do 
untold damage to their victims. He said 
that the automobile service corporations 
that issue merely service contracts as 

have given a good dea! of 
must cease to do business in 
Connecticut He stated that he had 
evidence in his office of certain promi 
nent New York brokers, licensed, and in 
fact living in Connecticut, who were 
freely writing risks in the state in un 
admitted companies, and that prosecu- 
tion against these persons would imme 
diately ensue if the practice were to 
continue He pointed out the effect of 
the agency qualification law by saying 
that there are now 5,211 licensed insur 
ance agents in the state, 353 brokers, 
only 50 of the latter residing in Con- 
necticut at present. He said this is a 
marked reduction in the number of 
agents during the past year, proving the 
qualification law a success. 

E. 8. 


Edward S. Doten of 
dent of the Connecticut Life 
\ssociation, pointed out the objection to 
government ownership of railroads and 
that in re ality today there is public 
ownership of railroads distinguished 
from government ownership. He 
that through the life insurance companies 
40,000,000 policyholders are the chief 
owners of the railroads He said that 
the duty of a life insurance agent ts 
only to place life insurance but to 
ee that the purpose of life insurance ts 
carried out after the death of the assured 
He said that the amount of life insur 
ance in’ force today is three times the 
the saving deposits mm thi 


insurance 
trouble and 


Doten Speaks 


Hartford, presi- 
Underwriters 


said 
a> 


said 


not 


” unt of 
country 
Several Officials Present 


Commissioner Dunham also presided 
the luncheon given at the Bond Hotel 
it noon by the Hartford insurance com 
panies to all of the 700 people attending 








LARGE MEETING H E LD 





CANADA LIFE’S CONFERENCE 


Officers and Representatives of Com- 
pany From Eastern Ontario Meet 
at Ottawa 


A large number of representatives of 
the Canada Life from eastern Ontario, 
attended a conference held at Ottawa, 
presided over by R. T. Faircloth, man- 
ager of the eastern Ontario branch. 
Among those present were Herbert C. 
Cox, president of the company, and T. 
G. McConkey, general manager, from 
Toronto. W. D. Burden, assistant man- 
ager in Ottawa, with Mr. Faircloth, 
welcomed the visitors. Addresses were 
delivered by W, G. Keddie, city man- 
ager, Ottawa; R. Dunbar, special agent 
at Toronto, and Mr. Burden. 

Mr. Dunbar in his address spoke of 
the benefits of life insurance to the 
public and the responsibilities the agent 
owes to his profession and to the public. 
Mr. Keddie outlined the conditions of 
the new annuity policy which the com- 
pany has decided to issue. Mr. Burden 


spoke of the future which confronts 
the Canada Life, the oldest life insur- 
ance company transacting business in 
Canada today. The speakers, in re- 


viewing the amount of business written 
by the company during the ten months 
of the year, said it was greater than the 
amount written during the whole of 
1923. 

The convention terminated with a ban- 
quet which was attended by a represent- 
ative gathering of officers and distin- 
guished guests. E. M. Gordon, deputy 
speaker of the house of commons, who 
responded to the toast “Our Friends,” 
referred in eulogistic terms to the work 


of the company. 
the gathering. He introduced Superin- 
tendent James A. Beha of New York, 


former Commissioner Hobbs of Massa- 
chusetts, now with the National Compen- 
sation Council, and former superintend 
ent in New York, Jesse Phillips who is 
now the manager of the National 
Bureau of Casualty & Surety Under- 
writers. 

Henry C. Sydel of the Connecticut 
Field Club, an organization of 69 field 
men or special agents of the fire insur- 
ance companies, said that the field man 
is the point of contact between a home 
office and the field. He is the adjuster 
of losses and of difficulties. He enforces 
rules for the companies and as wel! brings 
to the companies the viewpoint of the 
agent. He must cultivate the agent in 
irder to build up premium income, and 
carry out the wishes of the company to 
continue his salary. He is therefore a 
harmonizing influence in the fire insur- 
ince business. Mr. Sydel suggested closer 
harmony with chambers of commerce, 
Rotary and Kiwanis clubs. He said that 
the majority of business men are mem- 
hers of these organizations and that ad- 
on insurance would be a great 
and benefit to all concerned. 
Outlines Agents’ Principles 

Donald G. North, president of the Con- 
necticut Association of Insurance Agents, 
said that his association was the insur- 
ince policy of the agent protecting his 
business. He told those attending the 
principles on which the National Asso- 
jation of Insurance Agents is founded. 
George B. Chandler, secretary of the 
Connecticut Chamber of Commerce, said 
that, judging from his experience with 
the casualty companies when he was on 
a compensation board, he is convinced 
that there was no business in which there 
was a higher standard of ethics than the 
insurance business. The reward of his 
work in connection with compensation in- 
was a greater confidence in his 
fellow men. He said there was nothing 
difficult or mysterious about the group 
principles of insurance. He said that in 
surance is the greatest demonstration of 

(CONTINUED ON PAGE 2) 
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BIG MEMBERSHIP DRIVE 


KANSAS CITY CAMPAIGN ON 
Life Seek to Get 

Agents in That Territory Before 
National Association Meeting 


Underwriters All 


KANSAS CITY, Nov. 19.—The 
Underwriters’ Association of Greater 
Kansas City is conducting a member- 
ship campaign that produced big results 
the first week, and promises to make 
this association one of the largest in 
the country. It is the first intensive 
campaign, handled from an educational 


Lite 


angle, aimed at every underwriter in 
the territory, that has ever been con- 
ducted by the association. That 125 


members were added the first week indi- 
cates the strength of the organization 
for new members and the quality of the 
work being done. C. R.+Mathews of 
the J. P. & E. M. Somerville agency, 
Penn Mutual, is chairman of the mem- 
bership campaign. He is a_ former 
president of the association. 
Sell Managers First 

The first step in this campaign was 
the “selling” of the idea of an enlarged 
membership to the managers of the 
offices here, and the first block new 
members came as a direct result of th« 


work of these managers, themselves 
thoroughly “sold” on the movement, on 
their own agents. While there wer 


substantial numbers from several agen- 
cies—one producing 26 members—th 
applications were all individual, and 
paid for by the men themselves 

After the local membership campaign 
is finished, the second step will be 
undertaken This second step will fol- 
low the example of the Oklahoma asso- 


ciation, in drawing life men of the 
immediate territory into the Kansas 
City association as non-resident mem- 
bers Every non-resident member will 
be by this connection qualified to 
become a member of the National 
Association, and to participate as a full 


member in the sessions of the national 
convention next vear. 
Show National Association Benefits 


But the work in the territory will not 


be confined to securing memberships 
in the Kansas City association. The 
groups that go from Kansas City will 
primarily seek to “sell” to the life men 
in the trade territory the ideals and 
aims of the National Association, and 
of association work in general. The 


present plans do not provide for organ- 
izing any local associations, except 
perhaps in two or three of the larger 
cities that do not already have them 
But in every town visited the life men 
will be given the same sort of enthu- 
siastic induction into the ultimate 
benefits flowing from constructive co 
operation that visitors to national 
conventions receive. These non-resi- 
dent members will receive bulletins 
from the Kansas City association and 
will be kept closely in touch with its 
activities and with the plans for the 
national convention 
Carry Message to “Consumer” 


A program of carrying the message 
of life insurance to the “ultimate con 
sumers” will also be inaugurated 1 
Kansas City Jan. 1. The Life Under 
writers’ Association has adopted the 
general scheme of such a plan and men 
are now being chosen to prepare to do 


the work. Arrangements are being 
made for the appearance of the speakers 
before the various high schools and 


women’s clubs. The representatives ot 
the profession will be specially coached 
in the particular angle from which lite 


insurance will be discussed, so that a 

- . . 1, 
definite idea will be conveyed to the 
specific classes addressed 

Figures recently given out |! the 
financial department of the Connecticut 
General shows the rate of companys ' 
terest earnines on its invested funds 
have been 5.77 percent 
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N 
All 
: : Which E M Want 
But Few Want Hard Enough 
-11€ 
ter We are all of us pretty much alike: 
er- \rchibald Wealthy—strolling the deck of a Trans-Atlantic Greyhound 
John Banana—pounding the pavement of the East Side vending the fruit of the Tropr 
rm The Southern Planter riding his favorite sorrel through the fields of cotton 
ive The little sun tanned lad of Key West watching the blinking lights of the Hlavana steamet 
nal he Chicago Broker hustling down La Salle Street to the xchange 
— The Oklahoma Oil Magnate enjoying his cigar in the Kansas City Club 
125 Che Forest Ranger atop of Rabbit Ear Pass gazing at the stars in the silent night 
di- rhe Seattle Salmon Shipper checking up on his Alaska fleet 
ion Che California Orange grower counting the yield of his grove 
the lhe San Francisco-Orient Trader watching his favorite ship glide in through the Golden Gate 
= WE ARE ALL ALIKE—THINKING OF ONE THING—THAT WHICH TO US SPELLS—SUCCESS—SUt 
m- CESS—SUCCESS. 
ler 
Archibald Wealthy wants a chateau in France or a castle in Spait 
John Banana—enough money to go back home to Sunny Italy 
al Che Chicago Broker wants to spend every winter morning at [’alm Beach at 11 Sharp—the bat! hour at the pavil 
the where the surf rolls in in competition with the jazz music on the terrace 
ew lhe Forest Ranger wants to be head of the service—and live in Washington, D. ( 
the Che San Francisco-Orient Trader wants to see his ships girdle the globe 
yo \ll want somethng different—but each seeks in that SUCCESS—AND THE INSPIRING PART OF TT ALL IS 
er, THAT THOSE WHO WANT A THING HARD ENOUGH AND LONG ENOUGH—USUALLY GET IT! 
en- 
the 
ind Now then—what has this to do with you and the Life Insurance Business ? 
™ Just this: 


he THE 
. National Life Insurance Company 
a of the United States of America 


a ALBERT M. JOHNSTON, President, 
o has a place for you—in a fertile field—on a basis which will enable you to keep “in step” financially the next tour 

years—the life insurance era of big business—AND REALIZE YOUR PARTICULAR AMBITION IN A BUSI! 

NESS WAY. 
- You must be a WANTER and a WORKER 
ins You must not only look ahead but see yourself a SUCCESS 
“he You must know what you want to do—we will then help you do it. 
vill lf you are keen enough for this business to see a little romance in it and a lot of well paid hard work tm organi 
oa zation development write to us—tell us about yourself—we are not dying today living in our glorious past of more | 
a than half a century—but living today looking to a glorious future of 100 years 
‘he Is not this the opportunity you have been looking for? 
an i 
ept The Gi ods : 
Ber FIVE POINT COMPLETE PROTECTION POLICIES—Lite—Accident 
“ee Sickness—Permanent and Total Disability—Double Indemnity—A Poli 
og every conceivable insurance need i 
ate The Territory: 
co In the 42 States we are operating in there are just six openings—all 100 
- opportunities 
ae The Connection: 
nd Agency Manager to secure, develop, supervise and direct worth while 
its on a profitable basis 
the Write today—we will show you the way 


Address either 


i Robert D. Lay or Walter E. Webb 


m Vice-President and Secretary Vice-President 

te 29 South La Salle Street 

= Chicago 

ers A fine OLD COMPANY for 

‘ol AMBITIOUS YOUNG MEN | 
red Established 1868 
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GEORGE GRAHAM COMMENTS ON THE PROB- 


LEM OF ESTABLISHING GENERAL AGENCIES 


= : —_—__— 


EORGE GRAHAM, vice-president 
( 30! the Central States Liie of St. 

Louis and president of the American 
Life convention, in discussing the paper 
of Vice-President Linton oi the Provi- 
dent Mutual Life at the joint meeting 
of actuaries at French Lick Springs, 
aid that the problem of the younger 
companies is to establish new general 
agencies on such a basis that if they do 
not produce business the loss is held to 
a minimum. Mr. Graham said that in 
practice this could not be achieved it 
fixed charges for rent, stenographer, 
clerk, postage, traveling expenses, and 
such were paid on the promises of future 
production. 

Many general agencies for the young 
companies have no renewal business. 
Renewals may be collected at the home 
office or no renewal business may be 
in force in a territory. No part of the 
expense of such offices can therefore be 
diverted from the new business depart- 
ment. 


Must Eliminate Fixed Charges 


Mr. Graham said that as every new 
igency of a young company is largely 
experimental, it becomes the part of wis- 
dom iate fixed charges and al- 
the agency, and base the 
whole remuneration on production. In 
doing this, remuneration has to be 
fixed on a percentage basis, sufficiently 
high to provide for the soliciting agents’ 
commissions, expenses and a reasonable 
profit to the general agent. As the gen- 
eral agent is to receive no allowances, 
and as the company is hazarding no 
fixed outlay, the general agent is entitled 
to a more liberal margin for profit. The 
company can better afford to pay the 
higher commission rate thus involved 
than to pay any of the agency overhead. 

Mr. Graham asserted that the service 





- J} 
—~- | 


which the general agents under the con- 
ditions suggested can give the soliciting 
agent will of necessity have to take the 
form of personal contact involving per- 
haps a lavish expenditure of the general 
agent's time, but little in the way of 
other forms of assistance. The service 
which the general agent gives the solicit- 
ing agent will vary according to the 
calibre of the agent. The inexperienced 
man will require a maximum of atten- 
tion from the general agent and his 
business will be small. On the other 
hand, the experienced soliciting agent 
will consume little of the general agent’s 
time and his production should be large. 
Mr. Graham stated that according to 
the plan analyzed by Mr. Linton, these 
soliciting agents greatly differing in 
value to the agency will both receive 
the same rate of commission. The gen- 
eral agent will receive the same over- 
riding commission, yet the inexperi- 
enced man will be much more costly to 
the general agent. 
Should Recognize the Conditions 


Mr. Graham declared he would prefer 
a scale of compensation for the soliciting 
agent that will take cognizance of these 
conditions by having the general agent 
hold back for himself a larger overriding 
commission on the new agent, and a 
minimum overriding on the agent, who 
no longer needs his guidance. 

The general agent, said Mr. Graham, 
will on occasion find it necessary to give 
some form of financial assistance to the 
sub-agent, if it is only by furnishing the 
means for the agent to discount or carry 
his paper. Some agents will require this 
kind of assistance, while others will not. 
Should some differentiation not be made 
by the general agent in the overriding 
commission he retains on these two 
different kinds of solicitors, asked Mr. 
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GEORGE GRAHAM 
Vice-President Central States Life 


Graham. ‘The same thing can be accom- 
plished by making an appropriate charge 
for this service. 


Volume of Business the Factor 


Mr. Graham continued as _ follows: 
‘With these varying problems of the 
general agents in mind, there seem to 
be added reasons for measuring his 
whole compensation and allowances by 
the volume of business he produces. By 
so doing, he is placed in a position to 
take cognizance of these conditions and 
adjust the compensation of the soliciting 
agents and his own overriding commis- 
sions accordingly. Such a plan has an 
elasticity to it, that is lacking in that 
analyzed by Mr. Linton. 

“Mr. Linton’s tables clearly show the 
necessity of providing for substantial 
overriding commissions to general 
agents. The company should protect 


its general agents against themselves by 
insisting that no sub-agent’s contract 
shall be made which does not provide 
sufficient overriding commission, both 
first year and renewal to the general 
agent. I believe in standardized con- 
tracts. 
Other Practices Suggested 


“The termination arrangements dis- 
cussed in connection with one of Mr 
Linton’s tables suggest the mention of 
other practices such as making the re- 
newal commissions non-forfeitable after 
a specified number of years or after a 
specified amount of production, or the 
allowing of renewals to continue for as 
many years after termination as the con- 
tract has been in force, the payment of 
all renewals under these alternatives 
being always less a collection fee of say 
2 percent. Companies can well distin- 
guish between termination through 
death, disability or retiral to go with 
another company, the latter cause of 
termination being, of course, treated 
least favorably. 

Few General Agents Have Capital 


“Mr. Linton suggests the spread 
the allowance on first year business over 
the first three policy years, contending 
with reason that the company would not 
be called upon to pay the full allowance 
until it was reasonably assured that the 
business was of good and permanent 
quality, but again from the viewpoint 
of the young company, this complicates 
rather than simplifies the problem of 
establishing a new general agency. 
General agents with funds of their own 
to invest in the business are rarities in 
the experience of the younger com- 
panies. Most such agencies have to be 
established on a pay-as-you-go basis 
The general agent has to rely to a very 
great extent on his own personal produ 
tion at the inception of the agency. 
Development work can only be carried 
on after the principal desideratum, his 
own livelihood, has been solved, unless 
of course, the company is in position to 
make him a fixed allowance for develop- 



























This would help you to start 1925 along the right lines. 


request. 


Now Insuring Over 
in Policies on 3,500,000 Lives. 

















N ncle Sam and President C 


‘| Keep Budgets—Why Not 


Vice-President-Elect Charles G. Dawes earned national acclaim by working out a budget for the 
This was adopted as the only 
lederal expenditures and of knowing the financial status of the nation. 


practical plan of 


President Calvin Coolidge says that he keeps a personal budget and runs his home on that basis. 


Y lle believes in it for himself and for others. 

io, 

ZX Business men and practical women (of large well as of small income) have put their homes 
oa n the budget basis, or believe it a good thing to do SO. 

wt lf you have found the budget system easy to operate at home, we believe a copy of the J¢ HIN 

ry HANCOCK BUDGET SHEETS would interest you particularly. If, like some others, you believe 
N . udget is too much trouble, then we want you to see how simple is the John Hancock Budget. 


Without charge or 


reducing 


blig 
oObiig 


Lire INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 
197 Clarendon Street, Boston, Massachusetts 












unnecessary 


ation a copy 



























Ve 





No 


( 


i 


c 


an 


cK 


GE 


Vet 





viim 


at 


ember 21, 1924 


work and assume with tl 
hat is inevitable with su 





gement 
am aware that the picture I have 
ily drawn of the process of evolu- 

Sean! Phe tet 


rough which a new! establishes 


ral agency of a young company 


<t go is not an ideal one. It 1s prac- 


It has been proved and that ts 
istifcation. It involves the payment 


r first year commissions 
n contemplates or than 
law permits, but no 
In fact, it allowances 
eliminated, renewal costs will run at 
e moderate hgure than those as- 
by Mr. Linton. I do not know 


there should be any fixed relation- 





between the cost of old and new 
ness. The one can always be ex- 


essed as a multiple of the other but 


in itself does not establish a rela- 


Soliciting Agents’ Commission 
Mr. Linton suggests that a more 
y condition in the business might 
rrought by distributing the solicit- 
agent's income so that more of 
uld be deterred to the later policy 
rs. I have no grounds for question- 
his suggestion as it might apply to 
agents of an old, established com- 
but having a reasonably intimate 
vledge of the struggles of the solicit- 
igents of the younger companies 
nnot see how their condition would 
made other than more difficult by 
re-distribution. 
Must Make Reasonable Growth 
There are certain limitations within 


the home office and the agent 


ust operate They cannot be dis- 


ved without bringing disaster on 

but a young company in the mak- 
must make reasonable growth else 
wverhead will finally strangle it. To 
se such growth it must pay the 
ivalent of reasonable living wages to 
rroducers. To do this it must stretch 
he utmost the percentage commission 
llows. If well advised it will hold 

to the vanishing point what it will 
as fixed, unconditional allowances, 
is unconditional as to the volume 
yusiness produced. Such a course in 
opinion, though it may appear on 
surface, to be the extravagant one, 
attended as it is with some ob- 
ms, will in the end prove most 
nomical.” 


O. W. FARLEY IS RETIRING 
eran General Agent of the Equitable 
Life of Iowa at Toledo 


Quits Active Work 


re \\ Farley, Poledo, O., dean of 


general agency force of the Equit- 
Lite ot lowa, will retire from active 

Dec. 1 At that time he will 

7) vears of age. He has been general 
it Toled ror over OU vears, hav- 


w under the tirm name of 
dow. He will continue to do some 
nsurance work, m the way of pro 


al business tor the com 


X& pers t 
ind will have associated with him, 


n Nelson | Farley Mr. Farley tor 


east general 


7 


time was the tarthes 


of the company He did much 
er work for the Equitable in his 
ory. Mr. Farley will be succeeded 
red \W Lindow his partner, as 
wer 


New Company Is Licensed 
e Illinois department has licensed 


Merchants X« Bankers Lite ol 








vheld, IL, an assessment comp 
Littlejohn, who has been 

mutual umon concern under the 
vision of the secretary of state, 1s 
lent ol! the new company Mir 
ohn has been prominent in hve 
Insurance circles ] ivinw been 
ver of a mutual company at Spring 
Cone ot his companies Was the 


s Mutual Hog Insurance Cor 


LIFE INSURANCE EDITION 


TELLS SOCIAL VALUE 


WARNS AGAINST TENDENCIES 


Raymond D. Murphy Addresses New | 


York Underwriters on Dangers of Too 
Complicated Use of Settlements 


NEW YORK, Nov. 19.—Raymond 
D. Murphy, second vice-president and 
the Equitable Lite 
, 


associate actuary ot 


ing a 


New York, sounded a warn 
the monthly meeting of the New York 
Life Underwriters’ Association on two 
tendencies of modern lite insurance 
which he said were leading in the 
h 


wrong direction. He warned the agents | 


against getting too complicated in their 


use of settlement options and also 


warned against 





insurance to try to apply its principles 
to groups which do not come under the 


relation of employer and employe 


Spread of Group Idea 


In regard to gt 
| have noticed 
the idea of group insurance, 


based on a yearly rene wable 







[here ts danger ot spreading 
where there is no employer and 
relation The vearly renewable 


plan is based on an average age and 
is a danger of getting into the 





position that assessn 


hid In assessment msurance vou WI 





remember that evervbody 


rate regardless of age 


the young men are payin 





insurance for the older 1 : 
to come in Rates went up and the 
older men found that the premiums 


they had to pay were impossible 


Danger of Complications 


Mr. Murphy's topic was “Progress 
of Life Insurance in Social Value.” He 
said that the four great steps in social 
by lite imsurance in 
recent vears were sub-standard insur- 
ance, permanent disability coverage, 

nt 


progress made 


group insurance and optional settleme 
He said that he did not wish to say 
that all companies should offer all of 


these In fact, he said that many com- 


panies have very good reasons tor not 
entering upon these fields, but speak- 
ing of life insurance as a whole, these 
three changes have greatly increased 
the value of insurance to society The 





' 
one great step he said, was the develop- 





ment of optional settlement 

program insurance he said ; 
greater use of the income opti s 1s 
coming. He sai however, there 1s a 
great danger of the too complicated 
use of the options of settlement He 
said that the agent v to te p the 
funds too closely ‘vy try to visual- 
ize the future needs of a family 10, 15 
or 25 vears henc 3 and suit the insurance 
to these needs Consequently the funds 


are often sewed up too tightly 





As an exan rte ot this s t t 
ust 1 tew davs iv ca ¢ 
where a man between 45 1 50 vears 
ot age with tour children had take n 


out $20,000, made pavable to his wife | 


to be used for educating 


His oldest child was in his 

in college The others were only a 
few vears behind Within two vears 
he said, two of the children would be 
out of college and the need for a tund 
to educate them would be gone Within 
ten vears all of them would be t of 
school In other words, unless he 
should die almost immediately there 
would be no need of such a big sun 
for educational purposes and in cas 
he lived for 10 vears and his wit 
received the money she would have a 
heavy legal tangle on her hands at one 


because the funds were provided for 
educational purposes only 
Many agents, he said, want to make 


agreements involving discretion on tl 
hart ot the lite imsurance company 
This, he said, is not a function 
life insurance, but a matter tor a trust 


company 


the tendency in group 
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MANAGEMENT ENGINEERS 


| Specializing in Advisory Work for 
Insurance Companies 





Organization Equipment Standardization 


Methods Personnel Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 























THE OLD LINE 





ae CEDAR RAPIDS LIFE INSURANCE CO. 


| A GOOD WESTERN COMPANY 
i CEDAR 
| Pewee Up-To-Date Policies Liberal Contracts 
Iowa, South Dakota, Minnesota, Nebraska 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to 
$50,000.00 with premiums payable annu ally, semi-annually or quarterly, 
and INDUSTRIAL Policies from $12.50 to $1,000.00 with premiums pay- 


able weekly. 
JOHN G. WALKER, President 











We have opportunities for Agents in 
Arkansas, Illinois, lowa and 
Minnesota 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 














THE NATIONAL UNDERW RITER 




















We write a complete line of poli- 
cies—age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 
City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 
McAlester, Okmulgee, Guthrie, 
Bartlesville. 


OHIO: Dayton, Cincinnati, Toledo, Cleveland, 
Sandusky. 


INDIANA: Indianapolis, Terre Haute. 


ILLINOIS: Springfield, Bloomington, Peoria, 
Decatur, Jacksonville, Joliet, 
Rockford, Waukegan. 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 
berly, Jefferson City. 


[OWA: Des Moines, Council Bluffs, Sioux City, 
Davenport, Burlington. 


Farmers National Life Insurance 


Company of America 
A. O. Hughes, Vice-President in Charge of Agencies 
3401 South Michigan Avenue Chicago 

















A Distinguishing Trait 


Mutuality, the Good of the Whole Applied to 
the Affairs of Each Member, has been a distinguish- 
ing trait for 79 years with this Institution organized 


in 1845. 





The 
Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 














‘NOT ALL A ARE IN. “LINE 


SOME CRITICISM OF ACTION 





Fear Break in Harmonious Relations If 
Agents Press Half-Rate Policy 
Fight 


ATLANTA ,GA., Nov. 20.—The ac- 
tion taken by the New York City Asso- 
ciation of Life Underwriters, in sending 
communications to other local associa- 
tions, asking that the latter condemn by 
resolution the special half-rate whole life 
policies of the Prudential and the Aetna 
is Causing varying reactions in the minds 
of insurance men in the south. Some of 
the agents were ready to rush to the 
colors of the New York association, and 
take up arms against the companies, if 
need be, in the crusade for ethics. Others 
were quite unmoved by the appeal of 
the New York association. 


Fear Rupture in Relations 


An interesting slant was obtained by 
interviews with a few company officials, 
whose offices do not contemplate issuing 
the half-rate policy, or any contract de- 
signed to compete with it. The com- 
pany men are practically united in the 
opinion that tactically the agents are 
making a mistake in undertaking to say 
what policies a company shall or shall 
not issue. The companies have worked 
in harmony with the National Associa- 
tion of Life Underwriters now for a 
good many years, and it would seem a 
pity to rupture the existing relations. 
A break will certainly come sooner or 
later, some say, if the agents go too far 
in matters of this kind. 

To other officials, it seems quite beside 
the point that the New York association 
should base its appeal partially on the 
ground that the new policies offer op- 
portunities for misrepresentation Any 
policy, or any clause of a policy for that 
matter, is susceptible of misrepresenta- 
tion. It is up to the various associations, 
in the minds of the officials, to discipline 
their own members who resort to bad 
practices. The companies cannot be 
expected to issue only policies that are 
proof against this kind of thing. 

Recall Other Innovations 


Agents and company officers alike ad- 
mit that the half-rate policy will make 
pretty hard competition on occasion, but 
there are a great many level headed 
men who have been in the business for 
a long time, who can look back remini- 
cently over the history of life insurance 
and smile at some of the things which 
have caused agitation pro and con. 

Preliminary term insurance, for ex- 
ample, when introduced into this country 
in 1897, by Miles M. Dawson, brought 
about a storm of protest. By 1906, 15 
companies were using it as a basis of 
valuation. Following the Armstrong in- 
vestigation, a great many new companies 
were founded in different sections of the 
country particularly in the south and in 
the west. The American Life Conven- 
tion, originally an organization com- 
posed of younger and smaller companies 
came into being in Chattanooga. It could 
not meet without a fervent discussion 
of the merits of the system. Without 
the folds of the Convention there was 
just as much opposition to preliminary 
term as there was sentiment within the 
Convention favoring it. Now it is a 
dead and all but forgotten issue. Every- 
where, the soundness of preliminary 
term valuation is recognized, whether 
it is employed or not. 

The disability clause did not attain pop- 
ularity without*having to run the gaunt- 
let. The precise objection that is urged 
against the half-rate policies was one 
of the main grounds for opposing dis- 
ability, namely that the clause offered 
too great an opportunity for misrepre- 
sentation. 


See One of Two Possibilities 


It is granted that the half-rate policy 
is sound actuarily, and no opposition to 
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Is | ON BUSINESS BASIS 


NONCANCELLABLE DISABILITY 





Policies of This Character Are Sold 
Largely in a Supplemental Way 
to Regular Insurance 


The solicitation of noncancellable dis- 
ability polices has now gotten on a busi- 
nesslike basis. For instance, most of the 
companies writing this class will not 
give a full coverage policy. They feel 
that there should be some waiting pe- 
riod. The Federal Life of Chicago, 
however, will write a noncancellable 
policy giving immediate benefit if the 
assured desires, but the premium is 
quite high. The Continental Casualty 
and Pacific Mutual will not write more 
than an income of $500 a month and the 
Waiting period must be one month or 
over. For a two weeks’ waiting period 
the maximum is $200. 

Most of the agents writing this busi- 
ness use the noncancellable plan as sup- 
plemental to one’s regular commercial 
accident and health policies. The argu- 
ment is made that if a policyholder has 
a run of bad luck and puts in two or 
three claims the company is very likely 
to cancel his regular policy. If he has 
a noncancellable policy, he is safe from 
cancellation. The companies declare 
that the noncancellable policy is prac- 
tical only with people who have an 
income from $4,000 to $5,000 up. A 
large number of life agents are selling 
this form of insurance. There are very 
few specialists who are devoting all 
their time to noncancellable disability in- 
surance. The main companies writing 
it are the Continental Casualty, Pacific 
Mutual Life, Federal Life, Aetna Life, 
Connecticut General Life and Travelers. 


Employes Form Organization 

The home office employes of the Fi- 
delity Mutual Life have organized the 
Fidelity Mutual Club. T. W. Van- 
Hoesen of the financial department has 
been chosen president. He has been 
with the Fidelity Mutual for more than 
35 years. The organization is estab- 
lished for recreation and social purposes. 


Travelers Group Claims 


The Travelers has given out figures 
indicating that in 1923 it paid under 
group life certificates, 3,835 death claims 
amounting to $4,052,811, the average per 
claim being $1,060. in addition, the 
company received 518 claims for total 
and permanent disability amounting 
$364,636. 


Will Meet in Chicago 


The National Life, U. S. A., will cele- 
brate its 57th anniversary with a large 
convention to be held Chicago next 





year. 
it hinges on this score The more con- 
servative agents see one of two ultimate 
results, provided there is a_ sufficient 


economic demand for it. They are polat 
extremes of each other. One view 15 
that the pressure of competition will 
force practically every company to issue 
it. There is no reason, however, in the! 
opinion that it will ever predominate. 
Convertible term, with its appeal of low 
net cost, is not a leading form. Whole 
life and 20 payment life forms long held 
first place. In recent years, long term 
endowments have ined in popularit; 
The other view is that the necessity 
strict selection will automatically lin 
the amount of low premium insurance 
that will be sold. The present agitation 
is consequently, in the minds of t 
conservative agents, merely a passing 
sensation. 


arha 


r 


“WHEN gunning for business us¢ 
ammunition facts hard enough to pene 
trate the hardest skull.” 






























































all been promoted to superintenden- 
for i es their respective districts by the 
National Life & Accident in recognition 
of t) good work which they have done 
gents in their respective district 
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S FORM UNION COMPANY ee, 
ry ORGANIZED AT WASHINGTON 
old Electrical Workers Start Old Line A POT ICY 
Company With $100,000 Capital | 
and Like Surplus 
‘is- | he Union Co-operative Life Asso- YOU AN SE 
isi- ciation has been incorporated under C LL 
the the laws of the District of Columbia, 
10t with capital of $100,000 and surplus of 
eel $100,000 paid up in cash, both sums | 
pe- being raised without deduction tor 
£0, promotion fees or commissions, by 
ble members of the International Brother- 
the hood of Electrical picks ve fee marks | 
is the trance of organized labor into - . i r . 
ity a ik searee insurance field No, this is not an invitation for you to 
or he company is organized on an o : : | 
he a Rose but the business will not be leave your own company, but just a sugges | 
or confined to labor. i" ° ° ° 
od The officers of - eeceten are: tion to make your time yield more profits 
President, James P. Noonan; vice- ; ; : 
si- president. Charles P. Ford; secretary under our plan of improved brokerage service in | 
ip- and treasurer, G. M. Bugniazet. Charles 
om F. Nesbit, former ger gr an branch ofhces. | | 
zu- insurance of the District ot Columbia, : : ; a | 
1as will be connected with the company in The Champion Income Accident policy 1S just one of il 
or an active capacity. A. M. Siegk, actuary : : 4 i , ff d ! ! 
ely of the insurance department at Balti- the liberal, up-to-the-minute accident policies O ere | } 
las more, will be consulting actuary, and aie : h d d . i 
Dm Dr. J. Rozier Biggs of Washington will by us—it is a silent partner to the man dependen I 
be medical director. ere are 93% ‘ - | 
_ eociialders, scattered over the entire upon his efforts for his income and appeals to every | 
an country, almost every state being rep- prospect | 
A resented. ‘. HHT 
tag ie i] 
ng oy as . . . . . . . . . . . . . | 
ry ee This policy with its distinctive provisions is indicative Hl 
all On Nov. 1, 95 agents of the Equitable . = a ll li f H 
= Life of lowa had received - neceseaty of the progressive spirit inherent in all lines o pro- HH 
ng amount in premiums to qualify for mem- 2 5 = : ] | 
ine bership in the honorary aye 90 tection offered by this company— Life, Accident, Il 
ite, clubs of that company, or were produc- 
oes i ae rate sufficient to qualify by the Health, and Group. Under our plan you can place Ht 
1 of the year. Thirteen agents have a A. Wit 
sieeaie selinied enough gorge with us profitably (because all commissions on such | 
2s ake the Twenty-A-Month Club, which : : ‘ Hi 
scenes thane tee privilege of attending business placed with us belong to the broker) business il 
and taking their wives to the annual club ° ° ° , | 
~a cies next July at Asbury Park, N. J. In the following lines: | 
a In addition, there are 54 ans = | 
a sufficie yremi s to qualify for the . 
m8 fenA-Month Club, aan in Accident Insurance 
; s. which earns a trip for themselves at the —accident, health, and income accident | 
annual outing. In addition, there are 28 
agents who are producing at a rate up to Group Insurance 
Nov. 1. sufficient to qualify for club 5 . 
membership at the end of the year. —life, accident and sickness 
~d Passes Two Billion Mark Life Insurance 
per In November the John Hancock —substandard and surplus business 
he Mutual passed the $2,000 000,000 —_ 
tal in paid-for insurance in force. Of this, = ~ ° 
to <1] O(n is i ordinar yrancl 
| EE ee What Our Branch Office Service Means to You 
nch,. 
en os ny Extremely liberal first year commissions and 9 guaranteed non- 
nething over $1,000,000 000 in force. : “ : : ; 
le- honee Get ceamendin imatnes See forfeitable renewals, on all life business you place with us re- 
ce utstanding l : : 
rge ractically doubled in six and one-half gardless of volume. 
ext rs. 
a Awards and honors on same basis as offered to our regular agents 
Gee Seeman Ber Company —in 1925 a trip to Cuba at our expense is open to you. 
on Samuel Quinn, 206 East Adams i : . ; 
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Double the Business 


with less than 


A Quarter of the Salesmen 


A review of the decade in which this has 
been accomplished shows: 


1. Increasing income to the 
salesman. 

2. Decreasing cost to the 
buyer. 

3. Dividend Increases in each 
of the last three years. 

4. More co-operation with 
our salesmen than ever 
before through 

Careful Selection Required Training 
Scientific Supervision 
Direct-by-mail Advertising 
National Advertising 


PHOENIX MUTUAL 


LIFE INSURANCE COMPANY 
HOME OFFICE: HARTFORD, CONN. 
First Policy Issued 1851 





IMM TT 








THE PEERLESS LIFE INSURANCE COMPANY 


OF KANSAS CITY, MISSOURI 


WANTS GENERAL AGENTS FOR HANNIBAL, KIRKS- 
VILLE, CHILLICOTHE, ST. JOSEPH AND ROCKPORT 


LIFE ACCIDENT HEALTH 




















40,000 Names 


of prospects sent us by policy- 
holders for the use of our 
salesmen during October 
which was “‘Service-to-Policy- 
holders Month”. 


BANKERS LIFE COMPANY 


Des Moines, lowa 


GEO. KUHNS, President 




















| AMERICAN LIFE CONVENTION COMMITTEES 
| ANNOUNCED BY PRESIDENT GRAHAM 


| 








EORGE GRAHAM, president of 

the American Life Convention, an- 

nounces the appointment of the 
following standing and special commit- 
tees: 

Blanks—Franklin B. Mead, chairman, 
Lincoln National; T. W. Blackburn, 
retary American Life Convention; George 
Graham, Central States Life. 


sSec- 


Membership—C. S. Samuel, chairman, 
Oregon Life; Wm. H. Hunt, Cleveland 
Life; R. L. Robison, Bankers’ Reserve 
Life; C. B. Svoboda, Cedar Rapids Life; 
A. R. Wilson, Amicable Life. 

=e . . 


Meeting—Clarence J. 
Daly, chairman, Capital Life; Clarence 
J. Ayres, American Life, Detroit; Edward 
S. Chadwick, Idaho State Life; R. M. 
Malpas, Reinsurance Life; Dr. H. E. Shar- 
rer, Northern States Life. 

> * . 


Next Annual 


Uniform Laws—Dan W. Simms, chair- 


man, La Fayette Life; William Brosmith, | 


Travelers; Henry Buttolph, American 
Central; P. M. Estes, Life & Casualty; 
Frank W. McAllister, Kansas City Life. 
> > > 
Departmental Supervision — H. W. 
Johnson, chairman, Central Life, Chicago; 
Ernest M. Blehl, Philadelphia Life; James 
Fairlie, Mutual Life of Illinois; J. C. 
Harvey, St. Louis Mutual; B. R. Nueske, 
Old Colony Life. 
. > > 
Finance—W. H. McBride, chairman, 
National Life & Accident; A. C. Bigger, 
American Life Reinsurance; M. L. Black- 
burn, Bankers Life, Lincoln, Neb.; E. O. 
Burget, People’s Life, Frankfort, Ind.; 
E. G. Timme, Continental, Chicago. 
. 


Medical Examinations—Dr. W. 
Blackford, chairman, Commonwe alth 
Life, Louisville, Ky.; Dr. S. DeZell Haw- 
ley, Atlas Life, Tulsa; Dr. C. R. Dudley, 
Continental Life, St. Louis; John M. 
Laird, Connecticut General; A. H. Rodes, 
Two Republics Life. 

. . . 

and Agencies—E. ©. Milair, 
Washington Life: John 
J. Cadigan, New World Life; W. H. Sav- 
age, Great Republic Life: J. J. Sham- 
baugh, Des Moines Life & Annuity; F. J. 
Uehling, North American National, 
Omaha 


Agents 
chairman, George 


. . . 
Taxation—Chas. G. Taylor, chairman, 
Atlantic Life: Robt. J. Maclellan, Provi- 
dent Life & Accident: Emmet May, 
Peoria Life; N. Z. Snell, Midwest Life, 


| Merchants Life, 


Indianapolis; H. E. 


Nebr.; Gordon Thomson, West Coast 
Life. 
ee @ 
Under-Average Lives—Chas. H. Beck- 
ett, chairman, State Life; S. E. Allison. 





Pan-American Life; T. W. Appleby, O 
National Life; Dr. Henry Wireman Cook. 
Northwestern National Life; Franklin B 
Mead, Lincoln National; T. A. Phillips 
Minnesota Mutual; J. Chas. Seitz, Secur- 
ity Life, Chicago. 

. . . 

Total Disability—Dr. Henry Wireman 
Cook, chairman, Northwestern National 
Life; W. S. Ayres, Bankers Life, Iowa: 
Dr. H, A. Baker, Kansas City Life; L. D. 
Cavanaugh, Federal Life: I. Smith Ho- 
Louisville, 


o 


mans, Commonwealth Life, 
Ky.; A. W. Larson, Volunteer State Life: 
H. M. Woolen, 


American Central Life. 
. . . 


American Service Bureau—R. W. Ste- 
Illinois’ Life; 


vens, chairman, Henry 
Abels, Franklin Life; D. E. Ball, Colum- 
bus Mutual Life; Dan Boone, Jr., Mid- 
land Life, Kansas City; Rupert F. Fry, 
Old Line Life; Chas. W. Gold, Jefferson 
Standard. 
. 7 > 
Lapses—Harry L Seay, chairman 


Southland Life; O. J. Arnold, Illinois 
Life; James A. McVoy, Central States 
Life; Frank P. Manly, Indianapolis Life; 


Bankers Life, Des Moines, 
Rhodes, Mutual Benefit Life. 
> > > 
Watts, chairman, 
James A. Baty, 
Detroit Life; C. W. Martindale, Dakota 
Life; Edw. G. Sourbier, Public Savings, 
Worrell, Omaha Life. 
. . * 


G. 8S. Nollen, 
Iowa; E. E. 


Grievances—W. A 
lowa;: 


Miscellaneous Subjects—H. W. Strick- 
ler, chairman, Midland, St. Paul, Minn 
J. H. Edwards, Kansas Life; Elgin A. 
Hill, Standard Life, Pittsburgh; E. E 
Salisbury, American National, St. Louis: 
Louis St. J. Thomas, Shenandoah Life. 

. > > 
chairman 
James R 
R. Kruse 


Resolutions—W. T. Grant, 
Business Men's Assurance; 


Duffin, Inter-Southern Life; J. 
California State Life: H. K. Lindsley. 


Farmers & Bankers Life; W. K. Whit- 
field, International Life. 

> >. > 
chairman: 


Credentials—J. A. Sullivan, 


Great Northern Life, Chicago; Robert 
Brown. American Life, Denver; John W 
Dragoo, Western Reserve Life: A. © 
Savage. National American, Burlington 
Iowa; D. E. Waggoner, United Fidelity 
Life, Dallas. 








| DISABILITY POLICIES AND RIDERS 


Analysis of Changes, Which Are Given in Full in the Policy Analysis 
Section of the A. & H. Monthly Bulletins 


I 








HERE is particular interest among 
"T casuatty and life companies as to 
the changes in form and rating of 
disability policies and riders. Some of 
the recent changes of this nature are as 
follows: 
+ ~ * 


PILOT LIFE 


The Pilot Life of Greensboro, N. C., 
has issued a “Special School Children 
Accident Policy,” form A10-0. This pol- 
cy is sold for an annual premium of $10, 
carries a principal sum benefit of $1000, 
and weekly indemnity of $25. It insures 
against loss resulting from bodily inju- 
ries, effected through accidental means. 
Expenses of hospital confinement are 
provided up to the full amount of the 
weekly indemnity for not more than 52 
weeks; expense of attendance by a 
graduate nurse not exceeding weekly 
indemnity for not more than 52 weeks 
is included and in addition if within 90 
days from date of accident injuries 
necessitate a surgical operation, a speci- 
fied amount will be paid following 
schedule in the policy. An identifica- 
tion benefit of $100 is added. To qual- 
ify for the hospital indemnity, injuries 
must cause confinement in the hospital 
within 30 days from date of accident 
and for the nurse’s fees, injuries must 
cause attendance by graduate nurse im- 


mediately following the accident. The 

policy is sold only to cover white chil- 

dren between the ages of 6 and 15 years. 
* * 7 


FEDERAL LIFE 


The Federal Life of Chicago an- 
nounces a number of changes affecting 
accident and health policies. The limi- 
tation on the non-cancellable disability 
policy providing that it does not cover 
disability or loss due to injuries in- 
flicted by the insured or any other per- 
son is removed. ; 

An exclusion period rider has been 1s- 
sued which can be applied to the com- 
pany’s standard, peerless and special 
commercial accident and disability policy 
forms. This rider eliminates indemnity 
including that for hospital confinement 
payable under the policy to which at- 
tached, for the first 7, 14, 21 or 30 days 
of disability. It reduces surgical opera- 
tion benefits depending on exclusion pe- 
riod in accord with the following table: 
7 days excepted 25 percent reduction; 
14 davs excepted, 35 percent reduction; 
21 days excepted, 44 percent reduction; 
30 days excepted, 50 percent reduction. 
The rider cancels entirely policy bene- 
fits under elective indemnities and sur- 
geon’s fees for non-disabling injuries. 
When applied to the straight accident 
policies, the rate for the policy bearing 








il- 





YiimM 


November 21, 1924 





rider may be determined by taking 
the percentage of the regular premium 
licated in the following table: 7 days 
excepted, 78 percent; 14 days excepted, 
70 percent; 21 days excepted, 64 percent 

(0 days excepted, 60 percent. 

x ” * 
NEW AUTO POLICIES 


[wo new automobile policies have 
issued by the Federal Life, the 
amiltonian automobile accident policy, 
form 1775, and the Hamiltonian auto- 
mobile accident policy, form A-1770. 
[The latter policy provides double the 
benefits of the first. The premium on 
the first form is $5 a year carrying a 
principal sum of $1,250, with accumula- 
tions and $25 weekly indemnity. This 
policy is written only on people be- 
tween ages 16 to 70. The policy insures 
against bodily injury sustained through 
accidental means while driving, riding 
in or on, demonstrating, adjusting or 
cranking automobile or in consequence 

being struck, run down or run over 
or caused by the burning or explosion 
of an automobile. The principal sum 
of the policy is paid if principal sum 
losses occur within 30 days from date 
of accident. Total disability benefits 
are payable for not exceeding 26 con- 
secutive weeks and partial disability is 
payable for not exceeding four weeks. 
The policy carries elective indemnities 
and surgeon’s fees not exceeding $10. 
Hospital indemnity of three-fifths of 
the weekly indemnity for not exceeding 
four weeks is provided. 

os * * 
TRAVELERS EQUITABLE 








rhe Travelers Equitable of Minneap- 
olis has issued a special automobile acci- 
dent policy, form 293. The premium is 
$5 for a principal sum coverage of $1000 
with accumulations and a monthly in- 
demnity of $100. Hospital indemnity 
equal to 25 percent of the monthly in- 
demnity for not exceeding 2 months; 
elective indemnities, surgeon's fee of $10 
ior non-disabling injuries and an identi- 
fication benefit are also included. 

The “Farmers” special policy, form 
292, is another new policy of the Travel- 
ers Equitable. This policy can be issued 
and written only on farmers and farm 
employes. It provides a maximum dis- 
ibility, monthly indemnity of $60 with 
$600 principal sum. The annual pre- 
mium for the policy with the amounts 
named is $35, with a first year’s cost of 
$37.10. The policy insures against loss 
sustained through accidental means and 


loss of time from bodily disease. If a 
principal sum loss occurs within 90 days 
irom date of accident, the company will 


also pay monthly indemnity from date 
of accident to date of loss. For total 
disability, insured is paid at the monthly 
indemnity raté for not exceeding 52 
weeks. The principal sum and monthly 
idemnity benefits are doubled if inju- 
ries are sustained as described in the 
policy. Surgeon's fee for non-disabling 
injuries, elective indemnities and identi- 
fication benefits are provided also in the 
accident coverage The policy is in 
force for sickness 16 days after its date 
and house confinement is required. For 
total disability with house confinement, 
nonthly indemnity is paid for not ex- 
ceeding 52 weeks and for total disability 
without confinement, one-half monthly 
indemnity rate is paid for not exceeding 
two months but no payment is made for 
the first three days of any disability 
caused by sickness. Hospital indemnity 
equal to one-fourth of the monthly in- 
demnity for not exceeding two months 
ind a quarantine indemnity at the 
onthly indemnity rate for not to ex- 
eed the same period are additional 


visions 


Connecticut Mutual Convention 


The general agents of the Con 
ticut Mutual will meet at the Edge- 
Beach hotel in Chicago, Tan. 7-9, 
general conference with the home 
people. 


Gerald Laeverans, 66 years old. con- 

ted with the Great Southern Life at 

Houston, Tex., for the past several years 

one of the best known insurance 

‘ in south Texas, died at his home ir 
Hi etor recently 


LIFE INSURANCE EDITION 














And Christmas! 


Christmas, the most generous season of the year, 
may be linked up with profit to the mission of your 
business. 


Now is the time to write those Christmas policies 
for making certain the tinseled tree in future years, 
and for proving the enduring love of the father for 
his family. 


A Christmas policy application and a special policy 
jacket, gay in colors of the holly bough, are issued 
by The Lincoln National Life for its agents as another 
aid in getting the business. 


The concerted Christmas Drive of the Lincoln Na- 
tional Life is another reason why it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $325,000,000 In Force 
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The 
Agent 


The good agent will 
economize in his talk and 
make his remarks brief, 
and to the point. And it is 
well to remember, as the 
minister said, that there is 
always the right moment 
to take up the collection. 
He should avoid all useless 
arguments, and the discus- 
sion of religion and pol- 
itics. 


He should know that on 
rainy days people are more 
likely to be at home. On 
sunny days everybody is 
more cheerful. And as 
for windy days, well, it’s 
an ill wind that doesn’t 
blow business some one’s 
way. 


The Prudential 


Insurance Company of America 


STRENGTH OF’ 
CHBRALTAR 


EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 














Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 


Incorporated Under the Laws of Maryland, 1882 
WE USE 


Standard Ordinary and Industrial Policies 


J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Treasurer 
J. BARRY MAHOOL, Vice-President Dr. J. H. IGLEHART, Medical Director 














a week is the cost of The 
National Underwriter by 
annual subscription. 
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INSURANCE. COMMISSIONERS COMMITTEES 


| FOR THE YEAR HAVE BEEN APPOINTED 








RESIDENT J. C. Luning of the 
P National Convention of Insurance 

Commissioners has appointed the 
standing committees for the year. The 
officers and committees of the conven- 
tion are as follows: 

Officers—President, J. C. Luning, Flor- 
ida; First Vice-President, S. W. McCulloch, 
Pennsylvania; Second Vice-President, 
Bruce T. Bullion, Arkansas; Secretary- 
Treasurer, Joseph Button, Virginia. 

. * > 


Executive Committee—W. N. Van Camp, 
Chmn., South Dakota; Geo. W. Wells, Jr., 
Minnesota; Stacey W. Wade, North Caro- 
lina; Thos. S. McMurray, Jr., Indiana; W. 


R. C. Kendrick, Iowa; Howard P. Dun- 
ham, Connecticut; James A. Beha, New 
York and the officers 
. . > 
STANDING COMMITTEES 


Accident and Health—-Wi!! Moore, Chair- 
man, Oregon; Jno. J. McMahan, South Car- 
olina; Jno. E. Sullivan, New Hampshire; 
Edward Maxson, New Jersey; Henry C 
Hapai, Hawaii; Jackson Cochrane, Colo- 
rado. 

. . > 

Bureau—bBruce T. Bullion, 
Arkansas; Shelton M. Saufley, 
Kentucky; Jackson Cochrane, Colorado: 
Thomas S. McMurray, Jr., Indiana; Jesse 
G. Beed, Oklahoma. 

. 


Actuarial 


Chairman, 


. 

Assets of Insurance Companies—Frank 
N. Julian, Chairman, Alabama; George D. 
Squires, California; W. N. Van Camp, 
South Dakota; W. D. Spencer, Maine: Jno. 
FE. Sullivan, New Hampshire; George P. 
Porter, Montana; Shelton M. Saufley, Ken- 
tucky; T. M. Baldwin, District of Colum- 
bia; T. M. Henry, Mississippi; Stacey W. 
Wade, North Carolina 

. . . 


Blanks—Henry D. Appleton, Chairman, 


New York; Saml. W. McCulloch, Penn- 
sylvania; W. A. Robinson, Ohio; J. F. 
Williams, Illinois; A. E. Linnell, Massa- 
chusetts; Chas. B. Coulbourn, Virginia; 
R. A. Palmer, Michigan; W. M. Corcoran, 
Connecticut; Jean M Legris, Rhode 
Island; R. E. Daily, Missouri; K. P. Blaise, 
Iowa; H. G. Brunquell, Wisconsin; A. T. 
Lehman, Indiana; James H. Washburn, 


Tennessee. 


> . . 
Codification of Rulings—W. N. Van 
Camp, Chairman, South Dakota; Jno. C. 


Bond, West Virginia; H. A. Loucks, Wyo- 
ming; Robert C. Clark, Vermont; Amos A. 
Betts, Arizona: Wm. A. Wright, Georgia; 
S. A, Olsness, North Dakota. 
. . . 
Credentials—George P. Porter, 
man, Montana; James P. Bailey, Louisi- 
ana; W. D. Spencer, Maine; George A. 
Cole, Nevada; Henry Hapai, Hawaii. 
7 . . 
Examinations—Joseph Button, Chair- 
man, Virginia; Shelton M. Saufley, 
tucky; Jno. E. Sullivan, New Hampshire; 
George W. Wells, Jr., Minnesota; A. S. 
Caldwell, Tennessee; Will Moore, Oregon; 
Jesse G. Reed, Oklahoma; H. O. 
back, Washington; C. D. Benson, 
land, 


Mary- 


. . > 
Pidelity and Surety——-George D. Squires, 
Chairman, California; A. S. Caldwell, Ten- 
nessee; P. H. Wilbour, Rhode Island; W. 


R. C. Kendrick, Iowa; W. N. Van Camp, 
South Dakota; James A. Beha, New York; 
Cc. D. Benson, Maryland; Samuel W. Mc- 
Culloch, Pennsylvania; Frank N. Julian, 
Alabama; R. C. Clark Vermont. 
. 7 > 
Pire Insurance—Joseph Button, Chair- 


man, Virginia; H. O. Fishback, Washing- 
ton: Bruce T. Bullion, Arkansas; Wesley 
FE. Monk; Massachusetts; James A. Beha, 


New York; Stacey W. Wade, North 
Carolina; Samuel W. McCulloch, Penn- 
sylvania; George W. Wells, Jr., Min- 


Hyde, Missouri: H. P 
Thomas S. McMur- 


Ben C, 
Connecticut; 
Indiana. 

> 


nesota; 
Dunham, 
ray, Jr., 
> 

Insurance— T M Henry, 
Mississippi; J. C. Bond, West 
Baker, Kansas; E. L. 
Scott, Texas: H. P 
Kendrick, 
Bailey, 
Frank 


Fraternal 
Chairman, 
Virginia; William R 
Savage, Ohio; John M 
Dunham, Connecticut; W. R. C. 
Iowa: Will Moore, Oregon; J. J. 
Louisiana; L. T. Hands, Michigan; 
N. Julian, Alabama; 

>. . > 

Laws and Legislation 
Jr.. Chairman, Minnesota; Wesley E. 
Monk, Massachusetts; Stacey W. Wade, 
North Carolina; Will Moore, Oregon; W. 
R. C. Kendrick, Iowa; George D. Squires, 


George W. Wells, 


Chair- | 


Ken- | 


Fish- | 


California; J. W. Walker, Utah; Edward 


Maxson, New Jersey; W. S. Smith, Wis- 
consin; James A. Beha, New York; E. L, 
Savage, Ohio; Jesse G. Reed, Oklahoma 





John M 
Maryland. 


Scott, Texas; C. D. Be: 


> > > 

Miscellaneous—Jno. E. Sullivan, Chair. 
man, New Hampshire; George P. ‘Porter, 
Montana; George A. Cole, Nevade; W. R 
taker, Kansas; J. W. Bonner, Porto 
Rico; A. P. Fitzsimmons, Philippine Is- 
land; A. A. Betts, Arizona; S. A. Olsness, 
North Dakota; W. B. Wagner, New 
Mexico. 

. > - 

Publicity and Conservation—John M 
Scott, Chairman, Texas; D. C. Neifert, 
Idaho; Frank N. Julian, Alabama; Mrs. M 
A. Fairchild, Nebraska; W. D. Spencer, 
Maine; W. R, Baker, Kansas; J. J. Bailey 
Louisiana; John W. Walker, Utah: Bruce 
T. Bullion; Arkansas; Jesse G Reed, 
Oklahoma, 





. . > 
Unfinished Business—William R. Baker, 
Chairman, Kansas: George FP. Porter 


Montana; Charles M. Hollis, Delaware: H 
A. Loucks, Wyoming; Jno. J. McMahan, 
South Carolina 

> . » 

Rates of Insurance Companies—T. S 
MeMurray, Jr., Chairman, Indiana; A. § 
Caldwell, Tennessee; W. S. Smith, Wiscon- 
sin; Stacey W. Wade, North Carolina; H. 
©, Fishback, Washington; James A. Beha, 
New York: George W. Wells, Jr., Min- 
nesota; T. M. Henry, Mississippi: Bruce 
T. Bullion, Arkansas; George D 
California 


Squires, 


* * * 


Rates of Mortality and Interest—W. S 


Smith, Chairman, Wisconsin; P. H. Wil- 
bour, Rhode Island; Edward Maxson, New 
Jersey: J. J. Bailey, Louisiana; Bruce T 
Bullion, Arkansas; Charles M. Hollis, 
Delaware; Frank N. Julian, Alabama 
Robert C. Clark, Vermont; Alex J. John- 


Illinois 


son, 
> > . 

Reserves Other Than Life—H. P. Dun- 
ham, Chairman, Connecticut; Stacey W 
Wade, North Carolina; W. N. Van Camp, 
South Dakota; W. R. Baker, Kansas; Jo 
W. Walker, Utah; George W. Wells, Jr., 
Minnesota; John M. Seott, Texas; Jno. E 


Sullivan, New Hampshire; James A. Beha, 
New York. 
. > « 

Social Insurance—R. CC. Clark, Chair- 
man, Vermont; Charles M. Hollis, Dela- 
ware: George D. Squires, California; 
Jackson Cochrane, Colorado; Jno. J. Me- 
Mahan, South Carolina; Will Moore, Ore- 
gon: S. A. Olsness, North Dakota; D. C 
Neifert, Idaho. 

> > > 


Taxation—Ben C. Hyde, Chairman, Mis- 
souri: Shelton M. Saufley, Kentucky: E 
L. Savage, Ohio; W. B. Wagner, New 
Mexico; W. D. Spencer, Maine; W. R. 
Baker, Kansas; H. A. Loucks, Wyoming; 
Mrs. M. A. Fairchild, Nebraska; Jno. C. 
Bond, West Virginia; T. M. Baldwin, Dis- 
trict of Columbia. 

7 > + 

Workmen’s Compensation—Samuel W. 
McCulloch, Chairman, Pennsylvania; 
George D,. Squires, California; John M. 
Scott, Texas: Edward Maxson, New Jer- 


sey; James A. Beha, New York; C. D 
Benson, Maryland; Shelton M. Saufley, 
Kentucky: Frank N. Julian, Alabama; 
W. E. Monk, Massachusetts. 

7. > > 
Valuation of Securities——James A. Bela, 


Alex J. Johnson, 
Missouri; H. P. 


Chairman, New York; 
Illinois, Ben C. Hyde, 
Dunham, Connecticut; W. E. Monk, Massa- 
chusetts: Edward Maxson, New Jersey 
Samuel W. McCulloch, Pennsylvania: R 
Cc. Clark, Vermont; C. D. Benson, Mary- 
land 
> > . 

A. S. Caldwell, 





Unauthorized Insurance 


Tennessee; P. H. Wilbour, Rhode Island; 
T. M. Henry, Mississippi; E. L. Savage 
Ohio; Will Moore, Oregon; A. A. Betts 


Arizona: Jackson Cochrane, Colorado; Jno 
J. MeMahan, South Carolina; Wn A 
Wright, Georgia 


Cotton States Good Showing 


The writings of the Cotton States 
Life of Nashville during the week 0! 
Nov. 10, when the company put on 
contest in honor of its new vice-presi- 
dent, Oury Harris, made an excellent 
showing. The total amount writte! 
was $828,000 
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REDUCTION OF COMMISSION ON SMALL 
POLICIES NOT GENERALLY FAVORED 


INAL replies to the in- 
sent out by The National 
on the question ot 
ns on $1,000 policies 
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American National, 
—_— 











does not lle 
lig he Ss101 
€ cce applications 
es on which the annual premiu 
S s than $22.54 We also make sor 
provisions s t the minimun 
t « ( and semi-annu 
iums The rule requires a 
pret $22.50 and a minimum 
value of $1,000, rhe usual result 
decreased commission $1,000 
S Is to incr se the average al 
surance ‘ 1 and there 
s be a certain class ot people 
e 1 re tl 1.000 


United Life & Accident, N. H.—The 
yeestion t decrease the commission 
$1,000 pohcies, in view of t 


ger proportion « 


expenses involve 
teresting t t 


ne at all practical 
ased on a pure dol 











il 1 ce Ss cC . tion, as the ad- 
ges i} ( ( rived iro 
ess ¢ 1 51,000 cases mor 
ott se e disadva ig 
( i ly s1 ient change | i 
¢ tablis ey ld re | 
x 
Cleveland Life—\\e jeel that the $1 
licies should continue to be basic 
Ss Zs of! large ounts should be 
| ed the age an adjustment it 
ssi s te consid l Wi 
d not \ lizing writi 


Connecticut Mutua! Life—W ith regard 


e quest smaller commissiot1 


*1,000 policy, this should be viewed 

a broader point of view than the 

ical one of the relative expense on 
maller policies lf a company be- 

_ allow ne . different rate of com- 
ssion on $1,000 policies, the same rea 
muld ope o result in a grading 

he rate mn onnection with other 
ounts Furthermore, the small pol- 
icvholder may later become larger 
licy holder 1 presumably the igent 


lready had and sending in his com- 
os , 


ission to obtain all the insurance of 
lividuals he car There is also the 
tter of the ultimate benefit to a com- 


policvholder on the 
all amount Chere 
efit of helping the 
started 


of getting 
even for a s1 
ilso the | 


indirect ber 
¥ inexperienced agent to get 


d to reduce the commissions on $1,000 
licies would tend to make the road 
new agent harder 


Occidental Life, Cal.—It does not 
com mis- 
would materiall 
insurance. There 
s in favor of this 


on $1,000 policies 
ease the amount of 


it least two reason 


} 
} 





nion. First that the largest compa 
of the country are issuing S500 
cies, and the $1,000 man would prob 


agent who so- 


Second, the agent 
ild use greater effort to get a $2,000 


be written by the 
1 $500 policies 


where he previously sold a $1,000 
if he knew that his commission 

» be less that lf that on a $2,000 
It would probably be unwise, 


ever, for any individual company to 
ise its commission if it meant that 
industrial were to get 
business away from it. It is better 


rite the $1,000 policy 


companies 


with a slight 
parative loss than to lose it alto- 
r It might be 
roduct of the insurance institution 

‘ larger policies carrying the 
ich would practically be there wl 
$1,000 polic 
1 "i — 1d 


nother point of view, 


considered as 


s were writte! 


rate of expens tor sm 





Ey ery 


point ot 


might be charged to advertising 
$1,000 policyholder is another 
contact with the public and may be a 
prospect tor larger insurance on himseli 
later on 


x * * 


West Coast Life—A decreased 
ission on $1,000 will cause the wr 
of larger policies, but on the 
and semi-annual plan 


com- 
iting 
quarterly 


i 
here is a feel- 


' 








ing among many companies that Cases 
written on a quarterly basis the first 
year have more portunity to lapse and 
perhaps this results in a higher laps 
ratio. Our company during the pros 
perous times in 1920 had a 5 percent 
lower commission rate for $1,000 policie 
than on larger amounts, but discontinued 
it later when economic conditions 
came depressed. When a company is 
ros 1s, wages are high and trade is 
oomimag there re tewer $1,000 pol 
cies writte and decreas C 1s 
sion would not greatly afte ‘ ‘ 
muneration gents Howeve w he 
time ire less prospe Is, wages ‘ 
« il 1 siness 1s luller here ( 
=1.000 policies rittet l ere 
seems to be no logical reason why 
j r commission she uld he pavable on 
1,000 me licies since the comr ss s 
ised on a percentage of t! premium 
collected Owing to the over-head and 
medical tee ¢ $1,000 policies 





should be loaded more heavily as in the 


case of companies issuing $500 policie 
! | 

e medical fee should be reduced 

om $5 to $3 and the medical exar i 


form shortened considerably 


-_ 


Provident Life, N. D.—Eighty 
of the population in our territory is 
rural The average tarmer has beet 
taced with di financial pri 
during the past tew years 

them have not been able to carry poh 
cies in excess of $1,000 This, they will 
keep up, while the 
For the present we 
nearly meeting the lite insur 
though our 


tinuing the 


percent 


stressin” 


larger ones will lapse 


teel we are more 





ince means, 


costs are greater, by con- 


present commission schedule 
x * * 


Kansas Life—A commis 
sion on $1,000 policies will cause a de- 
rease in the amount of insurance this 
would write Also it would 
decrease the conscientious aim of out 
lite insurance companies, as it would 
bar trom joining the insurance privileges 
most of the people whom we know need 
it more seriously Our home builders 
th Kansas would to a great 
without any insurance pro- 
would be spending 


decrease of 


company 


roughout 
percent be 
and 
most of their 


tection agents 


time looking for 


prospects 


of financial ability to carry the larger 
policies and thereby lose one-half their 
time 

* 

Great Northern Life, Ill.—We hav 
kad no actual experience on this mat 
ter, but on frst thought seems to ws 
hat it might lead to a larger volume 
ot business being writter However 

ght lso lead to a larger amount 
cancellation due to the fact that a n 
ority of the business will b er-s 
It also might cause agents to overlool 
the s1TOoOco HeT why tre babl iT¢ Mm had 
nec d nsurance 

* 

Mutual Life, Il.—This company 
lows 5 percent less ( m1 ss n o1 t 
cies of less than $1,500 We are of the 
opinion that this rule has little 1 
tendency towards redu r the nt r 

policies, and has a tavorable tend 
ency towards increasing the minimun 
amount Where onlv $1,000 cat 
laced, the reduction is of some slight 
henefit in meeting the proportior 

il expense We eel t ther id 
« i decre ised ( s 1 


£1,000 or ‘ ISCUSS] 
(CONTINUED ON PAGE 25) 
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We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Kans., Md., Mich. 
Minn., N. M., N. C., Okla., S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e¢. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 

















THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited te appiy to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















Insurance Record, 1923 


New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
tak pina wie Low Net Cost 


ek eh $16,666,178.00 
Re ee eee $1,427,367.00 
Insurance in Force............. $191,340,326.00 


Assets of $109.37 for each $100 of liabilities 
Rate of Interest Earned, 1923............ 6.20% 
RG SEI Ko o-4% dic0ess ¥Onscante nee 41.3% 


Liberal direct agency contracts available in Pennsylvania, Vir- 
ginia, Southern Indiana, and Kansas to men of ability and rec- 
ord of successful reults in personal production and organization 














THE NATION: AL v NDE RW RITE R 
























































































































THE NATIONAL UNDERWRITER. ] PERSONAL GLIMPSES OF LIFE UNDERWRITERS 


| LIFE INSURANCE EDITION 
































Published every Evie iy TONAL UNDERWRITER COMPANY, Chicago, Will G. Farrell, prominent life under- ducing states — the writing of 262 
incinnati an ew or OHLGEMUTH, President OWN F. y s y S a known applications in Chase county withn 0 
WOHLGEMUTH, Secretary | H. E. WRIGHT and NORA VINCENT PAUL, vee Pre, writer of Los Angeles and well kno ae 10 small accomplishment 
idents; WILLIAM A.SCANLON, Southwestern, Manager ; FRANK W. BLAND, GEORGE throughout the United States as one ot days is no small accomp tshment. 
C. ROEDING and O. E. SCHWARTZ, Associate Managers. the leaders in the field organization of —_ 
C. M. CARTWRIGHT, Managing Editor the Penn Mutual Life, returned the first John W. Hamer, third vice-president 
phe aad J, BURRIOGE. (geass Ether of the month from a three weeks’ visit of the Penn Mutual Life, who has be en 
R. C. BUDLONG, Sccomnetilines to Hawaii as the head of the large ex- connected with the company since 1875 
CHESTER C. NASH, Jr., Associate Editor cursion party composed of members of was honored last week by election to the 
PUBLICATION OFFICE, Insurance Exchange, CHICAGO. Telephone Wabash 2704 the Los Angeles Chamber of Commerce | board of directors of the Union League 
CINCINNATI OFFICE, 420 E. Fourth St. ae Main 5192, RALPH E. RICHMOND, Manager and their wives. _ ot Philadelphia. 
E. R. SMITH, Statistician, ABNER THO R., Director Life Insurance Service Dept. As the personal representative ot — 
NEW YORK OFFICE, 80 Maiden Lane, New York; Telephone John 1032 President Lacy of the Los Angeles 2. Tice one of the youl 
| GEORGE A. WATSON, Associate Editor Chamber of Commerce, Mr. Farrell re- J ae hee es eal . aad 
NORTHWESTERN OFFICE: 307 lowa National Bank Bidg. DesMoines, Ia..Tel. Market 3957 sponded to the address of welcome by manutac e EERE, SEEEey OEE ‘ 
J. M. DEMPSEY, Manager cently elected a director of the Western 
i= ——— the acting governor of Hawaii at the Seen Eile Guns Geneen ene Gf te 
| Subscription Price, $3.00 a year; in Canada, $4.00 a year. Single Copies Ii cents * luncheon given in honor of the o—- directors of the American Institute 
In combination with National inderwiter (Fire and Casualty) $5.50 a year; Canada $7.50 | sionists, and in doing so he delivered Steel Construction at its annual meeti: 
— ——! | what was considered perhaps the most agg meg res Se ee See 
remarkable speech ever made in Hon- Al. Smith sll iieeie: “iid tue ts eltanah “on 
. Ste z azing fez . Te at the Al. « p. TK as a guiest a 
Creating a Good Name olulu, ~e we ~ — being ag om the annual banquet of the Institute ove 
introduction was spoken in pure a : ; ‘ 
which Mr. Kimbrough presided, intr: 


: : : : waiian. A quarter of a century ago Mr. 
It does us all good once in a while to He pioneered in that state and helped to} Farrell, as a boy, had lived for many 
step aside from the beaten path, and prepare the foundation of a splendid | years in Hawaii, at which time he had \ : 
thoroughly mastered the language and Julian Schley, Penn Mutual Life gen- 
is still able to speak it fluently. Follow- 


ducing the governor in a peppy speech, 


read the records of men who have done’ business, which his company now en- eral agent at Savannah. Ga., and a 


" "twe . , 8 > sta 3 ¢ “- ‘ re . . rn e . ° e - £8 ° mo Seor 
constructive work in the life insurance ve oft ing the introduction, Mr. Farrell con- COUS OF Rear Admiral W —— ena 
field in carrying the rate book and or- His entire life insurance career has tinued his address in English, in which Schley of Spanish-American _ oY 3 fame, 
ganizing territory. This thought comes been with the Eguitapte Lire of Iowa. language he is a master of diction. He died last week at the age of 72. He was 


was accompanied on the trip by Mrs. @ member of the firm of Schley & Siler 
, . “gee ; . Farrell which also included his son, Ralph 
tirement of Georce W. Fariey of Toledo, standing personal producer for the com- . Schley, and Beal H. Siler. He was a 


to mind in the announcement of the re- For a number of years he was the out- 





who has been general agent of the pany. He led the entire force in the pro- Commissioner Howard P. Dunham oi member of the executive committee oi 
Egurraste of Iowa, since Aug. 11, 1892. duction of business. His agency for! Connecticut is undoubtedly one of the ad : — a poy ‘ —— 
He will reach the age of 70 Dec. i6. some 10 years led the field force of the | most popular insurance commissioners ao — 35th prs tll a pe 
Mr. Fartey was a pioneer for the Eguitaste. in the country as far as the ed. The esimanetan. sae with the company. . 
Eguitas_e of Iowa in Ohio territory, and Mr. Fartey has always stood for the | ™*" = a sige ra a ~ 
many tributes paid to Mr. Vunham a Dr. Joseph Barnard Hall, medical di- 


in fact in that section of the east beyond highest ideals of the business. It is the meetings on “Connecticut Insurance rector of the Connecticut Mutual Life 
- . ~ . “s . e } 4 , « oe ° 
Chicago. For many years, Mr. Fartey such men as he that have given life in- Day” were undoubtedly of a sincere mated | >5 vears with the compan 
held the farthest east ramparts for his surance a good name. Wherever he variety. It was brought out again and on Nov. 13. His associates said it with 


} 


again that ng ee ener Ww — Gemere Tie. Moll graduated fonun Vale 
. ; : ; , . . ; bgfrigige never forgetting his responsibilities to , “oe : . inh > ete 
rst representative there re ‘ . . . . ' medical school in 1892 For several 
fir pirageaneg aera Ohio _— there standing of the functions of life insur- the public, seeks to achieve his object ain. the tn tentiess dicacter of ta 
are now 10 flourtshing general age Ss. ance ; yhat it cz 1 » ; P » Met: re “te : 
) uurishing general agencies. ance and what it can do for them. in that respect by ne “y through and old Hartford Life, joining the staff 
. e — insurance ate e starts “a On the Connecticut Mutual Life in 1899 as 
the assumption that men want 8O | acaiese -dical director and becoming 
ree New Viewpoints | want their | assistant medical director and becoming 
P business conducted properly instead of jpedical director in 1907 
E. Paut Hu r 4} PENN M , with a viewpoint that they have under- eae 
bs at , l TTINGER of the ENN Most people, unfortunately, are all too jand notions in mind and need curbing John Keena, who has opened the new 
Mutua s home office staff has given the prone to dodge taxation. Insurance men and restriction. Mr. Dunham IS SUCCESS- general agency office in Cincinnati, O., 
life insurance profession three new view- should not be the ones to encourage fully achieving his purpose ot being use- jor the Northwestern National, is a 
points in his talks on taxes to the them as dodgers. ful to the people of his state and to the prominent figure in civic and social 


company. He was one of the company’s went, he gave the people a better under- 


= : a5 in : : , insurance men residing in it. fai in Cincinnati, although one ‘ 

life underwriters associations. rhe idea of fitting the policy to needs . =e & senna ; - lthoug ue H 
me; Stage a ; : 4 ate - _| younger men of the profession e has 
Phat life insurance sale smen should is enlarged by ascertaining the pros- George Hoffman, Chicago manager of peen a successful personal producer 

stop telling business and professional pect’s wishes as to some liberty in the | the Guardian Life, entertained his agency | the Cincinnati office of the Phoenix Mu 








men how to dodge taxes. handling of the funds he proposes to age and their ladies ies sy Rae gee tual Life for some time, though his bus 
T : . t ice-l’residen . outs » ‘rience d at abe weitnm 4 
[hat they should not be so tied up leave tt surance : _; mM Ronor o . , ness experience does no ite pric 
} ou P So tie 1 up leave through insurance. A trust com Hansen, who was in the city. Mr. Hoff- | the war. Mr. Keena graduated 
to policy beneficiary provisions as to pany has facilities in this line not per- man’s agency came through with $400.- Wooster Neleesaiaw cians Aik chemi 
exclude trust companies from the han- mitted a life insurance company. 000 business in honor of President Heye prominent in under-gradi activities 
. ’ rT ° P t: . -Pree . b . 
dling of estates. The bequest idea is also a new one. of the company in October. Vice-Presi- and won his letter on the football te 
dent Hansen in his talk predicted that He took a_ post-graduate course 


That they should shift their field of The preside f z > for i : ae 
a : eiiehtie 4 President ofa college, for instance, | the Hoffman agency would write $4,000,- p rinceton ‘esa Sinan weitinieedl ies Chet 
sales of charita ole yequest insurance can do better for his institution through 000 next year. He told of the high spots at the outbreak of the war. After the 
from the prospective donors to the heads an insurance policy than through a be- in the career of the company. Mr. Han- war he took up a life insurance cours 
of the institutions to be benefitted. The quest in a will subject to many kinds | S¢" stressed ag lh ad surplus jn Hartford, and then carried the rate 
donor must be the buyer, of course, but of fluctuation. Besides, he has more in- °" the Guardian Lite, the high interest’ hook in Cincinnati for four years. 
tl id , ee inntiuts hould fl : ’ : *~ | earned on its assets and the service that the last few vears he has gained a wide 
le president of the institution should fluence with the donor and, again, he is) jt is rendering policyholders. Assistant reputation as a public speaker and has 


be the one to “create desire.” helping to sell life insurance. Superintendent of Agencies James C. hecome prominent in civic and social 
Mc Lain was present and spoke briefly. betterment. work in Cincinnati. Mr. 
I ° ’ Lif. I Aside from the professional entertain- Keena is especiall or n chu 
O a is especially interested in cl 
nsuring nes ire insurance ment, the other speakers were: Warner affairs. at one time being assistant 
— ; G. Baird, senior member of Baird & | the pastor of the Second Presbyter 
ACCORDING to one set of statistics in the way of insuring the life insurance | Warner, real estate and loans, and C. M. church and still active! connected 


90 percent of the life insurance that of any one who is endeavoring to pro- Cartwright of Tur Nationa UNDER- with it. 

matured last year in death claims, in- tect his family. It would seem that “*'T® _- 

cluding industrial insurance was paid most purchasers of life insurance would ee C. E. Shaver, district manager of the 
out in lump sums. If these figures are know about the monthly income policy, While he did not achieve a new Ohio National at Lansing Mict ee 
true and there is no reason to doubt Evidently, they do not. There is a world’s record, E. A. Russell, Nebraska | Seriously intured last wee! his : ' 


a ae '? : : ‘ ee - state agent for the Mountain States Life |mobile accident, having t his 
their accuracy, there is still a great chance for a lot of missionary work in of Denver, Colo.. did make an enviable | fractured 


work for life insurance agents to do, this connection. record in the month beginning Oct. 10, now 
, reporting 262 completed applications as 
No Room for “* Alibi-Makers’’ wae Mr. Russell started his comeaian. ae. > Lite ee 
the record was slightly over 200, but the aut teal meus ait the stall te Gen coll 
‘ a . nee ; ; entries in this race for national honors : a ees es a By ekbts 
Coach Knute Rockne of Notre Dame, Princeton University was defeated by | increased so rapidly that the mark has * honor published | - 2 
speaking before a recent meeting of Notre Dame and, instead of Princeton been repeatedly raised, the record now ee > hg ee btn — 
the Insurance Club of Chicago, said making an alibi, the entire student body ¢i™ 329. accomplished by F. W. Felkel oa ae = the Pattee fice .. aime 


of Anderson, S. C. Mr. Russell's record 
is particularly noteworthy, as he very 


that the alibi has no place in athletics. arose afd congratulated the victors. ind they are going strong 





He said that in f ‘ . pene, as aaah on : 
sae Mm in foothall, the encourag- This same thought extends into the pearly reached the record mark and ome 

ing sign is the fact that today there is business world. The alibi has no place passed the mark that was the record at Dr. E. G. Brazier, wel! | 

less boasting by the winning team and at any time. When a task is assigned, | the outset of his campaign, in spite of surance man, who has been in Chicas 

less and less “alibi-making” by the los- jt must either be done or left unfin- especially adverse conditions in his ter- for some time, has beco: i 







, ; ; : ritory Nebraska has not been listed with the Union National 
ing team. He cited the case when ished and excuses are of no avail. as the most favorable of business pro- | ton. Tex 
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LIFE AGENCY CHANGES 





change in order to de ] 








HAVE NEW BROOKLYN AGENCY 
Guardian Life Appoints Sturtevant 
Overin Another General Agent 
in the City Territory 


e Guardian Life has- appointed 
Sturtevant Overin general agent in 
okivn, N. Y. The new agency will 

e known as the Bay Ridge-Brooklyn 


This is the Guardian Life's 
rd agency in Brooklyn. 
Mr. Overin entered the hie 
with the Travelers in 1920 
Last year he was general agent for the 
Maryland Assurance, and his agency was 
leading producer for that company for 
the past year. He is now building up a 
strong agency for the Guardian in the 
south Brooklyn and Bay-Ridge section. 
Mr. Overin is a graduate of the college 
of the city of New York of the class of 
1917 and a member of Phi Beta Kappa 
He was formerly secretary of the Brook- 
Ilwn Y. M. C. A., and is a member of 
he Exchange club of Bay Ridge, and 
several other organizations 


gency 


insurance 


isiness 


Gust K. Mark 


he Guardian Life announces the ap- 
pointment of Gust K. Mark as manager 

its agency at Louisville, Ky., in suite 
517-18 Starks Building. 


Russel S. King 

Russel S. King, formerly field super- 

sor, ordinary department, of the Life & 
Casualty of Nashville, Tenn., has beenap- 
pointed assistant general agent to E. 
H. Carmack, general agent of the State 
Mutual Life at Chicago. The Carmack 
agency has grown to such an extent that 
t is impossible for Mr. Carmack to 
handle the business alone. Mr. King is 


Story of the INTER-SOUTHERN LIFE | 





INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


an experienced insurance 


vision. He was associated with 
Lovelace in the insurance 
at St. Louis and Buffalo as te 
lecturer. Mr. Carmack is we 


man in 
personal production and agency 


sales 


acher and en 


: irance business two vears ago with the 
aie 
l entitled Acacia Mutual Life, leaving that com 


Byron C. Howes 


neti« 
he Masor 


— — ‘ { vote his entire bee! appointed genera 2 
time to the ordinary business Monarch Accident Spe 
vm Which was formerly 
Bankers Life Appointments mae — ooo © 
—— — ——— —— “o ‘ resen orm i 
M. C. Heiber of Detroit has been ap- | Writes only members of thy 
both pointed district agent for the Bankers’ ‘termity. Mr. Brewer was 
super- Life of Nebraska, covering a territory ‘"® Central Life of 1 . 
Griffin M. of five counties, with headquarters at 
school [vetroit. Mr. Heiber entered the life in 





15 











for the 
i, Mass., 
ik Accel 
this year 
company 






























onic tra 
rly with 


















to assistance in handling his large gen pany to become connected with the , . yre ~ c saowes Chicag who for 
eral agency, as he has been im continu- Central Life of Illinois. He had been a Lig. rm tl at a, but em ca on, = 
is service for the past 55 years successful commercial salesman for a_ bee on nnectes with nsuran — —- 
se number of years, and has already pro ippointed agent of { ntral Life 
A. S. Maddox duced a good volume of business for 4" bas taken an off iS Iino 
A. S. Maddox, formerly with the Met the Bankers’ I ile He has opened a Merchants Bank b ing 
chants Lite of lowa, has returned to re n oiMce at Port Huron, in charge 
the company, taking a general agency William Duff, and has made arrange 
contract covering western lowa. and ments to open a branch at Pontiac and Life Notes 
Nebraska. Mr. Maddox first was state ater at Mt. Clemens and Monros The Kansas City Life and e Marth 
manager for Arkansas, and later was at B. B. Hurst, formerly district: mat American Life Reinsurance: New York 
the home office, engaged in agency @8e¢r of the Retail Credit Company, has have been licensed Ohio 
work, been appointed § state supervisor for ete pe McBride, who formerly repre 
Michigan with headquarters at the D gonted the "insurance Field’ nt Daves 
: chiga juarter t € rex., has joined the forces the Vol 
; troit office, and F. O. Omar has been unteer State Life that cit 
H. R. Maris appointed general agent at Owosso K. M. Throope assistant cashier for 
Harland R. Maris has been appointed om the Northwestern Mutual Life at Nash 
general agent for the New World Life W. D. Brewer SS ae cake ee 
in San Francisco Mr Maris Was . . ‘ act as supervisor of agents that ter- 
formerly with the Pacific Mutual Life Any mes aren, Saemmeeny Gone aoe ‘went ritory. His father gene agent for 
Sn Gontsin. o ‘ ankers Life at Detroit has the company at Nashvi 
1 
Got Bene | EASTERN STATES ACTIVITIES 
Carl Dehoney, manager of the home a . 
othce agency of the Western & Southern = ————___— : 
Life in Cincinnati since 1915, has re a i 
signed that position and joined the Cin- HELD REGIONAL CONFERENCE leveland; McDonald & Nik s, Louts 
cinnati office of the Equitable Life of ville; Boyer & Oden, Atla Landres 
New York. Mr. Dehoney will be asso- Phoenix Mutual Agents Met at Cincin- Chattanoc Ra and MeN & Blair 
ciated with the office of John M. Mul nati Last Week, with Home Office Pittsburgh hy, litic Mi | 
ford Mr. Dehoney is one of the best . Adams, at the head of the viv organ 
known life underwriters in Cincinnati Executives Present ized women’s department leveland 
and has been active in association affairs a attended During “ e ot the 
He was formerly secretary of the Cin CINCINNATI, O., Nov 1s conference, almost ce ieeting 
cinnati Association of Life Underwriters. Wednesday, Thursday and Friday ot were held The repre atives of the 
He was put in charge of the first spe- last week, the Phoenix Mutual held a home office were President \. Welch 
cial ordinary office of the Western & regional conference at Cincinnati at Vice-President Winslow Ru \ssist 
Southern, but as the company has de- which the follorpwing managers were ant Agency Manager \ ore and 
cided to combine its ordinary and in present Messrs. Spencer, Cincinnati; Assistant Secretary M. ¢ Perrnll 
dustrial offices, he has decided to make Morey & Dunne, Detroit: Rutherford, The gathering was called towether tor 


The Salesman’s Samples 


Nearly every young man who wishes to be a salesman he can sell it for the market pr 
thinks very seriously of the samples he may carry, and the same that he pays Some of 
illustrations he may make with these samples and can never 

One of the reasons they do not think of life insurance these items he pays cash down, 
salesmanship immediately upon graduating from high school and he must have them 


university, is that the 
samples, or a great 
convincing 


college or 
big line of 
Yet, it has the most 


the world. Can you think of any illustration that is more force- 


ful than to inquire of someone 
who has carried life insurance 
visited by a great sorrow—in 


regard to how much 


paid for in full 


re does not appear to be @ on them 

opportunity for illustration. With a life insurance policy 

and best line of samples in that the insured paid in as mu 
and the payments are made 


quarterly or monthly basis 


and the entire amount 


in the neighborhood—anyone 
and whose family has been 
they paid 


in, and how much they received? You will usually find a There are thousands of othe 
widow who has just been paid $10,000.00, without questioning, you may use every day 

and without the intervention of some third party to make the in the school of instruction, 
collection, whose protector has some times paid in a very small tions you can possibly use. 
amount, and received these results and benefits. You will country are the easiest to sel 


rarely ever find anyone—in fact you may never find anyone— 


who has paid in the full amount 
When a man buys a house 


$10,000.00 in cash, and his estate has had nothing added 


he buys any other commodity, he 


the beneficiary received Wanamaker, and other men 


for $10,000.00 he is short If you wish to follow th 
When company today 
pays the market price, and This is our 


ice, which is 


the full 


you will probably never find 
ch as the beneficiary received 
upon an annual, semi-annual 


One payment, if 


is payable in 
sured had lived and paid for the full period of his expectancy 
like this 


return just 


t striking examples 


you will 


The 


1 


has policies on such wonderful men as J. P 


of 


is 


STATEMENT OF PROGRESS 


Sh hrs eae 
1924 (Sept.) 


Total 


Insurafice 

sel nie 
sacasens $ 326,508.78 $ 3,182,597.00 
Siento 1,719,228.64 15,088,585.00 
cedaeen 4,506,612.89 36,260,222 00 
aniabiees 4,664,170.30 37,000,000.00 
silica edule 4,820,779.76 37,800,000.00 
sbtdtaed 5,494,297.54 45,569,851 .00 
diinidis 6,143,069.31 $7,901 ,271.00 
Seutewtnel 6,873,447.45 59,204,201.00 
sean 7,371,274.27 62,591,398 00 
agian 10,464,497.66 88,502,568.00 
iene heads 11,100,000.00 94,500,000.00 


best 


great importance 


vocation, write to 


Reserve and 
Surplus to 
Policyholders 


$ 271,952.37 
930,680.98 
4,396,139.55 
4,542,698.10 
4,803,670.12 
5,386,694 08 
6,045,958.52 
6,773,280.06 
7,332,928.21 
10,391,747.71 
10,620,000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


Eighteenth Year 


JAMES R. DUFFIN, President 
IS A GOOD COMPANY 


the 
men of 


usually about 
the things he buys are luxuries 
be sold for what he paid for them 
amount 
before he 


For all 
tume 
can realize 


one 


some 


death occurs 
if the 


that 
When you have spent a short time 
have all of 
business 
This company is proud that it 
Morgan 


illustra 


Rodmar 


LOUISVILLE, KENTUCKY 



























































































Have You Ever Lost A Case P| 
—In Competition « 


Of course you have and while it is true that the 
bulk of LIFE INSURANCE is written without com- 
petition, yet there are thousands of policies sold every 
year to hard-boiled business men, solely on the basis 
of cost. ARE YOU PREPARED TO GET THAT 
BUSINESS? 


THE COLUMBIA LIFE INSURANCE COM- 
PANY has had remarkable results with its—SPE- 
CIAL $5,000 ORDINARY LIFE (Participating Con- 
tract.) The rates at three ages are: 25, $18.32 per 
| $1,000; $24.09 per $1,000; 45, $34.22 per $1,000. 
Your prospects will be interested in these rates. 
WHY NOT GET YOUR SHARE OF THIS BUSI- 
NESS? 


~_ 
5 
JJ, 


DIRECT GENERAL AGENCY CONTRACTS 
LiperAL COMMISSIONS—ENTERED IN 
INDIANA KENTUCKY 
Write 
OLUMBIA LIFE 
INSURANCE COMPANY 
CINCINNATI, OHIO 


S. M. 


OHIO 


Cross, President 


\h 































EQUITABLE LIFE OF IOWA 


Now Occupies Its 


NEW 18-STORY 
HOME OFFICE BUILDING 


In Des Moines 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policy- 
holders, agents and friends. 









































Over 14 Million Policies Now In Force 


our other life ce com- 


insurar 





panies in America have more policy 
yntracts in force than this com- 
any. The following figures show 
«a, ts remarkable growtl the last 
eT vears 
' Jar 914 Jan 1, 124 
} > $ 7,804,290 $ 0,113,271 
: Policies Force 903,302 552,803 
Insurance in Force. . 73,455,636 351,149,583 
€ opportumities ope competent agents in Ohio, Indiana, 
Virginia, yy vente lvania, Michigan, Illinois, Missouri 


The ——— and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 














THE NATION: AL UNDE RW RITE R 





the purpose of discussing plans tor 1925 
during which the Phoenix expects to 
make great strides now that the new 
selling methods which have been adopted 
are in practical operation. The 1924 
business has been up to expectations to 


date and a feeling of optimism pe rvaded 


the group that promises well for the 
hopes of the company for next year. 
One of the greatest means 2 satisfaction 
has been the ease with which agents 
have been secured, in the face of the re- 
duction of commissions to create an ad- 
ertising and development fund 


Manufacturers Life Rally 

\. Mackenzie, manager 
for the Manufacturers Life, 
lisle, agency superintendent, represented 
the home office at a rally of the north- 
eastern Ohio agency of the company in 
Cleveland last week. This agency has 
had a rapid growth since M. T. Pollock 
was appointed manager the first of the 
vear. Some time ago the offices were 
moved from the Williamson building to 


of agencies 


and W. Car- 


larger quarters in the Bulkley building, 
which in turn will soon require more 
space 


Massachusetts Savings Bank Figures 


The Savings Bank Life 
Division in Massachusetts 


1 


plete 16 vears ot operation, 


Insurance 
has com- 
with busi- 
about $32,000,000, repre- 

ting insurance on the lives of 46,- 
OU persons, and a premium income for 

year of $856,000. 

During the past 12 months the in- 
stitution has made a net gain of more 
than $6.000,000 of business in force. Two 

insurance banks have been added, 
making a total of eight. Payments made 
account of death claims during the 
year amounted to $131,353. Dividends 
paid to policyholders the year 
al $244,289. 
Surrender values were paid in cash to 
policyholders during the year amounting 
to $44,139.74. The amounts now held 
reserve and surplus for the benfit of 
jicyholders exceed $3,000,000. Seventy- 
ivings banks in Massachusetts are 


lentified with the system, eight of 


ness in torce ol 


during 


now 





November 21, 








these having established insurance de 


partments. 





Hold Tri-City Contest 


The Peoria Life agency at Lansing, 


Mich., set a “mark to shoot at” for 
other Michigan agencies in October 


when it wrote more business than the 
agencies in Battle Creek and Kalamazoo 
combined. This was discovered when 
results of a three-cornered contest be- 
tween the cities were tabulated. Glenn 
S. Kies is district manager. A sales 
meet was held at Muskegon last week. 





Employes Double Group Policy 


Group insurance has so impressed em- 





ploves of the Michigan Trust Compa 
Grand Rapids, Mich., with its value that 
they have doubled the amount oi 
surance paid for by the company, shoul- 
dering the added cost themselves The 
policv, which was taken out in the Met 
r lie T . , mt t : 
ropotiitan§ tic Nov mounts to 150,- 
000. 
Ohio State’s Building Plans 
H. A. Hopf managing engineer 


New 
conterring 
Sarver rega 


York, ha 
with Pr 


rding the 


been in Columbus 
resident John M 
plans tor the Ohio 


ot 


State Life’s new building to be erected 
on the large lot which the company re 
cently purchased on East Broad street, 


Columbus 


Expands Cincinnati Agency 





Manager Harry Gordon of the home 
office agency of the Ohio National at 
Cincinnati has expended his agency 
force, making E. E. Kirkpatrick ag 
supervisor and Ciaude B. Death 
visor of the assured savings plan de 
partment. 

Eastern Notes 

J. E. G. Bryant, Penn Mutual Life 

statistician, is recovering from a broken 


arm sustained at his home in Lan shows 
Pa., a suburb of Philadelphia. 


Frank B. Purdy. connected with th: 
National Life of Vermont for 30 vears 
died last Friday at his home in West Col 
lingswood, N. J., a suburb of Philadel 
phia, after several months’ illness H 
leaves a widow and one daughter 








IN THE MISSISSIPPI VALLEY 








MINNESOTA BUSINESS BETTER 





Conditions Reported as Greatly Im- 
proved in That State Since 


the Election 


POLIS, MINN., Nov 
here report a de- 
to their business 


MINNE 
ife underwriters 
cidedly improved tone 
ince the election lor a month or six 
previous to election they found 
almost at a standstill. Pros 
could not be budged because 
certainty of the election outcome 
probably was more in 
because of the LaFollette 
the fear that there might 
sidency that 
industry for 
nths. Sal 


1s 
1 


weeks 
usIness 
cts ol 
the ur 
] conditior 
nsified here 
trength and 

a deadlock on the pre 
uld tie up busine and 
period of two or three m« 
ply could not sign 


up contract 


Hope to Make tp Husiness 


Aln st as ool as electior Wi ove 
the better \pph 
olling im at the 


to make up im the 


turn tor 


d most ot 





avenc hhope 
ning this year 


¢ during the 


part oft 
last 


Want State Fund to Insure Guard 
proposal for group insurance for 
iol il guardsmen 1} t the 
‘ the cor “y ession of the 
re I he nsurance presun ably 
take Pr ompanies ind the 
1 il uld he the 
ee ned , third 
‘ dy =) 000 


CHICAGO NATIONAL LUNCHEON 
Producers Are Entertained to Prepare 
for the Big Campaign for Business 
in December 


The Chicago National Life entertained 


its agency force at a luncheon in Chi- 
cago at the Hamilton Club Monday 
noon, with Lee D. Mathias, vice-presi- 
dent, presiding Mr. Mathias is a 


prominent attorney and was formerly 
corporation counsel in Chicago rhe 
company is out for $2,000,000 in Decem- 


ber and expects at the close of the year 
to have im torce $17,500,000 It 1s 
conducting a contest with the = city 
agents in Chicago pitted against the 
outside tield An extra commission 

10 per cent is to be allowed the country 
men and $1 per thousand to the city 
men A man in order to get the extra 
compensation must produce at least 
$10,000 during the month At the 
luncheon an inspirational talk was given 


hy Agency Director A. E. Johnson, who 

itl experienced lite mstirance ma 
nd who is very enthusiastic about the 
busine 

A. L. Whitmer, chairman of the board 
and S. ‘T. Corydon, president of the 
compat and head of the Corydon s 
Department Store and one of tl dl 
ctors of the Humboldt) State Ba 
spoke C thy peakel ere | | 
Weddell ot the “Insurance l’ost 
M. Cartwright of Tue Natio 7 
wkiTek and some of the field m 

The Chicagpo National Lite 
ilong lil i Its a ) 























It has 
business 


llinois, Indiana and lowa. 
imber of prominent 
ts board, among them being Michael 
er, former sheriff of Cook county 

w warden of Cook County Hos- 

C. C. Marquis, secretary of the 
Daily Pantagraph’ ot Burlington 
E. S. Davis 
Bank and the 


Gerhardt, the 


men 


director ot ot ' 
stone contractor, 


well-known archi- 


three veteran Chi- 
cago agents on its city staff: H. C. 
Pegram, Col. F. L. Morrell and Jk 


The company has 


National Savings Licensed 
e National Savings Life of Wichita, 
3 has been licensed in I[ilinois 
Henry Lichtig r Chicago is general 
gent for the northern half of Illinois 


Lichtig has engaged in 





been 
trance business intermittently for the 


~O years. 






Recently he has been 
work for the Peo- 


ness of the National Savings Life in 
southern Illinois is being supervised 


~ ~ 4 
its office in St. Louis, Mo 


Northwestern Union Progressing 
fhe Northwestern Union Lite or Ot 
Ill., is making a special eftort 1 
me office, city and county in order 
quire the first $1,000,000 ot business 
ymparatively small expense rl 
anv reports excellent progress 
establishment the company in its 


territor 


Confer on Wisconsin Code 


\ second meeting on the proposition 
codify the insurance laws of Wiscon- 
Was arranged by Commissioner W. 
Stanley Smith for Nov. 20, at his office 
in Madison. Among the insurance men 
expected to attend the meeting were: 
M. J. Cleary, vice-president North- 
stern Mutual Life, Milwaukee; Col. 
larry Weed, Oshkosh, Wisconsin Na- 
nal Life; S. A. Oscar, Madison, 
Charies H. Yunker, Milwau- 
president Milwaukee-Mechanics; 

Jon S. Montgomery. Milwaukee, Lum- 
bermen’s Mutual: H. E. Lusche, Mil- 
waukee, George H. Russell Agency; E. 
Piepenbrink, Milwaukee, Piepenbrink 

:¢ Roehr; Jay J. Reynolds, Milwaukee, 
Northwestern Casualty & Surety; J. E. 
Hoff, Milwaukee. T. E. Brennan Com- 
pany; B. A. Lehnberg, Milwaukee, Chris. 
Schroeder & Son Co., F. W. Kubasta, 
Milwaukee; William M. Wolff, Milwau- 
| Fidelity & Deposit and president 
Insurance Federation of Wisconsin; 
Earl E. Fisk, Green Bay, president Wis- 
consin Association of Insurance Agents, 
and M. L. Fletcher, Milwaukee, Insur- 


nce Federation of America 


I 
B ivers; 
h 
I 


Holds School Group Plan Illegal 


(;roup imsurance involving several 
hundred school teachers, with premiums 
leducted from the warrants tssued to 

m by the secretary of the school 
h rd, 1s not lewal transactio 
| i and cannot be entorced, according 
t opinion by Attorney General Gib 

In an opimon to the state 

lent of schools, he holds 
ol board cannot act as a collect 

\ tor at If ! comp 

t deduct surance premiums evel 
teachers sigt ritten orders f 
ction 

\ companys ! di ' 

to insure all Davenport te vers 
innuity pol ‘ which w i 
ichet hd ik Tha 
nN cl ‘ | par t! ly 
ms ad < ny} 


Life Men in Kansas Legislature 


least two lite ance ‘ \ 
thre Kat i ite ind < wil 
the howse epresentatives 
ext legislature } \\ ( ivinll 


| master of t a \\ 


INSL 


serve Life of Kansas City, Kan., is 


aiso 
member of the senate He served in 


¢ 


elected this year 


H. K. Lindsey, president of the Farm 
ers & Bankers Life of Wichita, was 
elected a member of the house of repre 
sentatives. 

Beard Heads the List 

R. H. Beard of Chicago was the Oc 

tober leader in production for the Pa 





American Lite, leading in bot! 














the 1921 and 1923 sessions and was re 
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The Systeman 
Security Holder 


makes an ideal Christmas gift. A high- 

















production and agency producti class leather container with the recipi- 
ngeey pee Or See Pe eee '% ent’s name stamped in gold upon it, is 
hic B ae Replys vec ME ig He vey Fa 2 certainly a nice way to “remember” 
with $141,000. Mr. Beard accomplist A your clients and friends—and they'll 
this record in addition to his w rk as ; 4 remember you when they need insur- 
ead of a growing general ag CI 5 ance service. 
sb ooneneen : ; 
Urge Vaccination in Twin Cities a< The Systeman Security Holder is de- 
eileen aii UNS, Unicel . eae > signed to provide a place for insurance 
ox in the Twin Cities, s ’ m- : policies, bonds and other valuable pa- | 
panies have urgently requested the me 6pers. Your gift will be in service con- 
policyholders to be vaccinated by « stantly. It will be a perpetual adver- 
Minneapois reached the tisement for you. | 
“scare” when tot ive Peg 
th { 7 1 on . . | 
ee eee oo & The Price is $2.25. 
Madison, Wis. Group Plan There is a large size at $3.15. 

Group insurance for city employes at . . . 
iia. Gtk ineiialiinks eatmel sonaieen Liberal quantity discounts. 
will be purchased by a cit) s . 

ssociat ye formes 1 short Send me the attached slip and look over the Holder. 

ne, if present ] $s go g AW 
saat wah send , : perce 220 ees 
Stephenson of the Pr 1 en at I would like to examine a Systeman 
work among ¢ en s and hers E a KAUFMAN | Security Holder. If I decide to keep it 
it the vocati C lhigh s ls ” ; I will remit $2.25 within ten days. If 
und interested ther plat It was Room 700, Austin Bldg. not, I will return the holder. 
2m teighecongepenrete an _aphe  Sr eal 111 W. Jackson Blvd. 

; ; ame 

nee Se hae Sap SRGNS coe rs Chicago, III. 

he board « t lee Sowa Telephone Wabash 3933 , Address 
Mr Stephens $ | 
pon pet soa oi a ro 7 
corporate and the associati ses — 
the insurance from the life insur 
company which offers the best r 


Mrs. Fairchild May 


The present indications ar tha 
ate 2 


surance department when tl chan 





Retain Post 


«..| Wanted—Managers 


administration < xt Januar 

Very little gossip as a ss 

ble successor The of Examir s 

Campbell and Patton heard s 

connection, but it been witt r 

consent oF approve ar her 

Whether she will hav i s tt GOOD 
future will be large! detert 

what the legislature does in the way OPENINGS 
appropriations and whether the depart 

ment will emerge from the turn IN 
legislation with a separate entity 


Mississippi Valley Notes 


George T. Wells ife su 

ut Boonville Ind who suff 
stroke of paralysis several months 
it his tfi s slow z 
ible t t ‘ 

Cieorge K > ‘ 

‘ irs “ s xn ‘ 1 S 
Intermediate f Ey s 

has been de ted lg 
ad t supren by I 
it .. x \ 


I > ‘ ( 
WAS CSPeEc ‘ eas “ U 
} 
showing 
} ’ ’ rey 
e « < 
th ss! 
\ : | 
CN \ . 
‘ \ _ sik 
' 
‘ ‘ 4 
, 
WV 
‘ ‘ Ve > \ 
‘ NV 
. ’ 
\ \ \ 


Oklahoma 


agent S. W. Missouri 


EO Texas 


~ W. G. PRESTON, Vice Pres. 


OMAHA, NEBRASKA 





Business in 


Are you a man of good 
ability? Could you win ina 
large way if placed in a posi- 
tion where industry and efh- 
ciency would be suitably 


rewarded r 


If so. write or wire us 1n 


Ci ntidence. 


The Bankers Reserve Life Co. 


Operating in 40 States 


R. L. ROBISON, President 


R. C. WAGNER, Sec’y-Treas. 


Assets, $15,000,000.00 


$93,000,000 .00 


Force, 




















THE NATIONAL 


UNDERWRITER 
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8 Hour 


POLICY SERVICE 
to Agents 


WEST COAST LIFE Policies are 
completed and mailed the same day 
that complete papers are received. 
The fact that you can absolutely 
depend upon prompt, accurate ser- 
vice from WEST COAST LIFE’S 
Home Office is a distinct advantage 
when closing a prospect. 


West Coast Lire 


INSURANCE COMPANY 
mOME OF FICE - SAM FRANCISCO 


The only company on the Coast carrying Group Insurance 7 i 
NU-3 


DS 




















Shortening The Selling Process 


UR SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 
cooperation which is of genuine practical value to our men in the field. 
Service to policyholders is also the best kind of service to Agents. 
Our Policyholders Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life | Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 











14 tena LATEST POLICIES AND AGENCY CONTRACT 


SAFE AS A GOVERNMENT BOND 


(©) The OHIO STATE LIFE 


- ACCIDENT ~° MONTHLY INCOME INSURANCE 
FOR FACTS 


LIFE.HEALT 








Openings Obie, ind. Ky.. Mich. W. Va. Tex. and Okla. Write Columbus 





“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 





The Capitol Life Insurance Co. of Colorado | 
Clarence J. Daly, President 


Denver, Colorado 











Ninth in the U. S. A. | 


In 14 years this Company developed an accident and 
ee business that placed it in 9th place among all the 
ompanies of the United States in amount of disability 
claims paid. And it is now making equa! progress in the 


he 1 if 





Insurance Department 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 











lroads te he 


November 21, 1924 
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FRATERNALS FEAR FOR LIVES 


Frank Statement of Present Precarious 
Position Made in Address Before 
Texas Fraternal Congress 


DALLAS, TEXAS, Nov. 19.—“The 
life and the very existence of the fra- 
ternals in the United States is being 
threatened by the reduced rates being 
put into effect by the old line life com- 
panies,” Dr. George W. Hoglan of Co- 
lumbus, O., secretary of the American 
Insurance Union, declared in an address 
before the annual convention of the 
texas Fraternal Congress here. 

Although declaring that it is the vital 


question to be considered by all 
fraternals, Mr. Hoglan offered no 
suggestion as to the solution, other 


than to say “we must find some medium 
between the ridiculous low rates of the 
old line companies and the equally 
ridiculous high rates of our companies.” 

He severely criticized the death rate 
tables of the old line life companies, 
contending that they are not practical 
in view of the decreasing death rate in 
America for the past four years. 

“They have profited all these years 
by this death rate table and now that 
they have nearly all the money in the 
world, they are reducing the rate and 
we are placed in a precarious situation,” 
he declared 

H. V. Beardsley of the Ben Hurs of 
Texas expressed the opinion that the 
Robertson act would be repealed under 
the Ferguson administration and said 
if this is done the old line companies 
which withdrew from the state when it 
was enacted would come trooping back 
and add another burden to the fraternal 
insurance men. 


Managers Organize Campaign 


The Managers’ Life Insurance Club 
of Houston, Texas, recently organized, 
is planning a campaign of educational 
work in the papers of that city. At 
the second meting of the organization 
the matter of getting up a page of in- 
teresting news matter regarding the in- 
stitutional phases of life insurance and 
the doings of the life insurance men was 
discussed. It is understood the Hous- 
ton press is willing to co-operate with 


the club. The committee on news- 
paper publicity is composed of Guy 
MacLaughlin, E. D. Shappard and J 
M. Minton. This committee was in- 


structed to continue its work of shaping 
up the plans and report back to the 
club. 

It was declared at the second meeting 
that most of the work of the club would 
be action. The organization proposes 
to put the Houston life men before the 
reading public and it is going to do it 
if it takes a little money 


Goed Record in Mountain District 
Special Agent Will K. Banks of the 


Massachusetts Mutual Life in Tennesec 
made record in October when 
policies totaling $76,000 

feature of his accom 
hment was that nearly all of his 
were made in the little mountain 
around Fentress All but $5,000 
the “paid-in-advance plan.” 
applicant walked 26 miles, from 
Tens over rough mountain 
examined Mr tanks 
talk in the Nash 
turned in a $5,000 


York, World 


even 


quite a 
he sold 31 
The 


outstanding 


rection 
was sold or 
C)ne 
Anticrest 


| siderable 


‘1 ' ' 
le office Ahe! hie 


aritten for A] in ¢ 


Vanderbilt Class Hears Loventhal 


e life trance class of the exter 
department of Vanderbilt Univer 
ddre<sed li ‘ week 1, | ec 
| enthal N } le vweneral awent H 
ect Z Phe Opporti ithe of the 
' oe f “aiee le ter tor Se ice 
‘ ( M Love ! 


stated that in all drives and campaigns 
the insurance underwriter, with his wide 
acquaintance, his knowledge ot people's 
problems and his experience in meeting 
the public, is of invaluable assistance 
The class will be addressed by Dr. 
George B. Van Arsdale, head instructor 
of the Equitable Life of New York \ 
is in Nashville conducting a three weeks’ 


course for the agents ot that compar 





Preacher’s License Suspended 


Pending an investigation, the license 
of the Rev. J. Bryant Wharton, pastor 
of the First Presbyterian Church, Cen- 
tral City, Ky., has been suspended by 
Commissioner Saufley. Complaint has 
reached the department that Mr. Whar- 
ton has been selling insurance and turn- 
ing the commission over to a building 
fund for the church, which is alleged to 
be contrary to law. 


Sell Policies to Get Church Loan 
Marmaduke Corbyn, state manager 


for the Central States life of St. Louis, 
at Oklahoma City, and R. T. William 
son, local agent at Ada. Okla., have sold 
life insurance policies 25° members 
of the congregation of the Christian 


Church at Ada, making it possible tor 


the church to secure a loan ot $25,000 
from the insurance company. The pol- 
icies are for $1,000 each, on the 15-year 
endowment plan, and have been as- 


signed to the insurance company, which 
is also protected under the loan by the 
church property. 

Two Republics District Meetings 


About 20 agents of the Two Republics 


Life of El Paso, working in the San 
Antonio district under the direction of 
Lee Glasscock, general agent, assem- 


bled there Nov. 14 for a two days’ get- 
together meeting and district conven- 
tion. Allen H. Rodes. president of the 
company, and W. C. Keim, agency su- 


pervisor, both of El Paso, and H. C. 
Mauze, agency supervisor at Waco, at- 
tended the meeting. W. E. Bilheimer 


sales manager 
well as five 


of St. Louis, consulting 
for the Two Republics, as 
others, was scheduled to attend the 
meeting and address the salesmen, but 
was called home on account of illness in 
his family. He attended a similar dis 
trict meeting of the companv in Dallas 
the first of the week. 





On Chamber of Commerce Committee 

Robert M. Eacock of the Eacock, Ken 
dall & Co. general among 
those appointed on the board of directors 


agency was 


of the Oklahoma City Chamber of Com- 
meres Marmaduke Corbyn, general 
agent of the Central States Life; George 


FE. Lackey, general agent for the Mass 
chusetts Mutual Life, and Roger Coates 


in the sales department of the T. PF 
Braniff Company, are on the educational 
committer Herbert Heiman of the Al 
Heiman Company and Fred Johnster 
local agent, are on the rublicity 


committee 


Demand License Fees 





Commissioner Saufley of Kentucks is 
had special agents of iis depart t 
working through the state to check Y 
on local agents and force them te ‘ 
the fees of $2 on ever izent and se 
tor for fire insurance in_d $5 for « ry 
agent or solicitor for life compantes Mir 
Saufley is quoted as stating that ‘ 
agents of the state owe the depart it 
£°5.000 or $20.000 In lleen fer It 
reported that a cheek up oof Ma - 
showed $203 owing tt buat 
alone 

It is claimed by tnsur met ! 
one f the special agents are nh t 
all y ted on the mattet f i 1 ! 

re endea ring t t fee 

l iting employe ! t salar ! 
pele en ! nave empl i nt 
phere, ae int t t ‘ ‘ ! 

here in agent int ! euld 
t pa i licens f rhevg 

rhagele i} inother 1 had 
s th tt neure ‘ nt ane 

il ret “ul { 
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Lake County 


is the industrial storm 
center of Northern Indi- 
ana. The great manufac- 
turing enterprises of 


Gary 

East Chicago 
Indiana Harbor 
Calumet 
Hammond 


and the wonderful farm- 
ing region of South Lake 
County offer an unsur- 
passed field of develop- 
ment for 


A Man 
Are YOU that Man? 


We want a General Agent 
for Lake county with 





Heanquarters at Gary 


Hewill find great coopera - 
tion among our stock 
holdersand policy holders 
in the cities of Northern 
Indiana. 


The Western Reserve 


Life Ins. Co. 


MUNCIE INDIANA 
J. H. LEFFLER, Pres. 
JOHN W. DRAGOO, Secy 


Address 
Gaylord Davidson, Agency Mer. 

















Only high -type men and women can obtain 
contrect to represent this company. 


Open territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
rect with Compeny becked by real co 
operation. 


Cunrron Matonay 
Preakdent 








Jacason Matonay 
Vice President 
A. Mosacay Horains, Manager of Agencies 


Home Office Building 
ttt N. BROAD ST. PHILADELPHLMA, PA 
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Some executives in need of salaried 
employes go on expensive prospect- 
ing tours; others let an ad of this 
size and ap mane bring applicatians 
to them. ‘One i inch, one column wide, 


one time, $5.00 














LIFE 


agent, but who had nothing to do with 
the insurance business 


Life Notes 


The Penn Mutual Life Home Office 
Agency Association last Friday evening 
held its annual dinner and‘theater party 


INSURANCE 





EDITION 





Clarence K. Schonck is manager. There 


was no speech-making, only recreation 
William H 
Mrs Jess E 


icks Wendler, son of Mr 
Wendler of 
adjudged the 





ent Lite connected 
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IN THE ACCIDENT AND HEALTH FIELD 








CONSIDER ADVERTISING PLAN 


Institutional Program Taken Up by 
Executive Committee of A. & H. 
Conference in Chicago 


At the meeting of the executive com- 
mittee of the Accident & Health Under- 
writers Conference in Chicago last week, 


the com! ee 





most of the attention 
was centered upon a possible advertis- 


ing program dealing with accident and 





health imsurance. An inquiry h been 
made previous to the meeting by the 
executive of one company as to the pos- 
sibility of obtaining a fund of at least 
$50,000 to be used tor the purpose. The 
executive of this company offered to be 
one of 20 companies to raise this sum, 
pledging his own company to produce 
one-twentieth « it Some tavorable 


responses were received to this inquiry 
but as the committee could come to no 
definite conclusion as to just what pro- 
gram should be undertaken if the sum 
were obtained, it was decided for the 
present not to go forward with this idea 

A representative of an advertising 
agency was present and said that a real 
campaign for the education of the pub- 
lic on accident and health insurance 
would involve the expenditure of about 
$10,000 for investigation and as much as 
$500,000 during the course of the cam- 
paign This sum was looked upon as 
being bevond reach and so nothing was 
done with the proposal 

The executive committee did decide, 
however, that special educational ma- 
terial should be I 





brought before the 
me ea = es along with premium m 
tices and that if sufficient 
cculd be interested, which was taken for 
some space would be taken in 
insurance journals 
reaching accident and health agents, par- 
ticularly in the muddlewest, 
such educational articles as would 
general value to the business 

this plan, three companies might 
for a month to pay tor a definite 
in some journal, the copy to be tur- 
nished by the educational committee 

The educational committee is com 
posed of W. G. Ah pat ih, secretary of 


companies 


granted, 
some of the leading 


’ 
solely 








er-Ocean Casualty and W 
Dark, manager of the acc1 and 
health department of the An Lia- 
bilitv, both of Cincinnat I s under 


stood that these two men will select the 
third member of the committee 
It was also voted to make 
( onterence I 
Chamber of Co 





4 
States At the ¢ Xe 
committee, Cont . 
aroed ¢ eal ® mer 
bo | Lai AC t > 

( in he 4 \ ir c - ‘ 
States (national organ:zat is 
viduals Doubtless there re on V 
companies which are men ; 
( hambers or ¢ mmet 
tee telt that it woul b well w 
w hile d extreme! R : 
every ember the ( 
hiiiat< witt tite i A 
A I eT ee 

New Company at Muskogee 

\ harter has b RK i 
Liberty Lif f Mus 
wr t ‘ ry alth ar ; " ] r 
stipulated 1 mium basis } r } 
el is president and Charles } 

secretary r . " a $ 
andl 2? acl art : ‘ ~ ! 
at Muskos rr { wit ‘ . 
! a nm th in ‘ n pa . . 
} Neen Cessna \ t 
NI a att i i » ' s 


WISCONSIN COMPANIES MEET 


Hold Session in Milwaukee to Discuss 
Commissioner Smith's Codifica- 
cation Plan 











Members the Wisc sin A € « 
lerwr r . - 
Hea \ nderwriters et ere a 
Ss ess sess immediately after a 
nounce the prop sed cod:ficat 
the s : Vs r State she 
Pp gathering ac g t 
me ers g zat ~ 
cuss wi the acc ent a 
’ . 9 
1realth e < anies that be “4 
to the gr p Vv ll play ne pr 
ce inca tne State sur ce sta 
tutes 
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LAN 
[GENERAL AGENCY 


Are you a good persuial pro- 


} 
ducer ? 
(2) Are you an organizer of men? 
(3) Have you accumulated $25,000 
in assets? 
(4) Are you of the best social 
standing? 


v 


(5) Can you earn $10,000 per year 
Check up on your record now. See 








usiness and you 


if y opportunity at 
ala of the dominant 
old | e mpanies 
Once y position we Will go 
the 1; to helt Experts will aid 
+ 1 bt na wl 
1 — no > Zr 

supported by policies hav new sell 
ing features and settlement provi- 
sions not yet issued by any other com- 
pany, and by a low percentage of 
reiect ms 
y will receive a ract dire with the 
home office, a er first yea Tm i$s10N 
a renewa com ss 2 = n ee an 
fice a wance an a dusiness-ceveiopment 
allowance 
Show s how ¥ measure wu A ress 


trve, special contract for good salesmen 











HOME LIFE INSURANCE CO 
New York 
ETHELBERT IDE LOW. President 


| The 64th Annual Report shows: 
Premiums recesved during the 
1923 





Actual Mortality 3% of the 
amount expected. 
Insurance in Force 
| Admitted Assets 


ta STi 
@ ta lL 
FOR AGENCY APPLY TO 
WwW. A. B. BRUESL & SONS 


General Maaagers 
Ceatral and Seuthera Obie aad 


Nerthera Kentucky 
Reoms 601-606 The Fourth Nat. Baak 
CINCINNATL O8TO 








MORE THAN 50% 


of the business written by some of our larger 
agencies ie a direct result of the Fidelity lead 
service. Our agents interview iaterested pros 

“te—people whe heave written the Head 
Saice for informanhon 

Fidelity is a low-nct.cost company operat 
ing mm 40 states. Full level oct premuum re 
serve basis Over Quarter of a Billion m 
force. Faithfully serving insurers mace 187%. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, Preadent 
4 few agency epenings for the right men 











Capable Policy-Placers 


can always find a satsfactory oppor- 
tunity for work with this C ompany 
a good terntory—men who cana cu 
lect the premiums as well as write 
the application. Why oet make 
inquiry sow? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Audreee. 


ALBERT E. WADE, Supt. of Agencies 
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THE NATIONAL UNDERWRITER 

















Penn Mutual Conventions 


At our Eastern Regional Convention in September there 
were twenty-four Field speakers, and only five Home Office. 
They touched almost every phase of hip,—prospect- 
gathering, income plans, mail plans, approach, closing, in- 
heritance tax coverage, etc. Star salesmen gave their standard 
sales talks. In brief, there was a comprehensive and intensive 
survey of salesmanship. 


This form of Convention is but one evidence of the modern 
method of instructional co-operation between our Home Office 
and Field. 


We have places for men and women who believe that con- 
stant life insurance education is as necessary as constant in- 
dustry. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 

















tT 


q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


@ Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 


Nati 


eeneal 












nsurance Lompary 
Home Office, Madison, Wis. 




















100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 

We consider every man insurable and rate each case 
on its own impairment and amount of risk involved 
1 tales Men “Bien Comdioe”™ f the life insuranc 

Vie take the Dive sunday out ol the hile insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 


ICAL 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. GC. LONDERCAN 
Viee Pres. & Gen’! Mgr. 


E. E. BROWN 


Agency Supervisor 




















company has been satisfied with its ex- 
perience in placing only the combined 
coverage. 


Issues Valuable Bulletin 


A bulletin of “Insurance facts for pol- 
icyholders,” which might be of value for 
use by disability underwriters among 
their policyholders, has been issued by the 
insurance department of the United States 
Chamber of Commerce. Bulletin No. 14 is 
entirely devoted to this subject and cov- 
ers every possible phase. The general 
classification of disability is first consid- 
ered and then the permanent and total 
disability feature of life policies is ana- 
lyzed. After a brief discussion of this, 
the remainder of the bulletin is devoted 
to individual accident and sickness con- 
tracts, with the chief factors to be con- 
sidered given in detail. Pointers for the 
policyholder to consider in taking out a 
disability policy are given and the impor- 
tant policy clauses are shown. At the 
close, a section is given over to a discus- 
sion of disability rates and the bulletin 


November 21, 1/24 


takes occasion to point out and justify 
the difference in rates for various occu- 
pations. 


Add Exclusion Period Rider 


The Norwich Union Indemnity and the 
Phoenix Indemnity are issuing an exclu- 
sion period rider, which may be applied 
to all policies issued in select, preferred, 
extra preferred and ordinary - classes, 
providing that no weekly or hospital in- 
demnity is payable for disability during 
exclusion period named and cancelling 
entirely medical attendance benefit and 
elective indemnities. The placing of this 
rider on the policy brings reduction in 
premiums as follows: 


Deduction Deduction 





from from 

Weeks Accident Health Total 
Excluded Premium Premium Deduction 

1 $ .75 $1.40 5 

2 1.00 2.25 3.25 

3 1.25 2.75 4.00 

4 1.50 3.00 4.50 

S 2.00 4.00 6.00 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 


| 
| 
Cc 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and “‘Little Gem,”’ Published Annually in May and April respectively. 


Supplementing the “Unique Manuai- 














GIVES NEW DIVIDEND SCALE 


Schedule for 1925 of Guardian Life of 
New York Shows Average Increase 
of 7 Percent 


The complete dividend schedule for 
1925 has been announced by the Guar- 
dian Life of New York, showing an av- 
erage increase of 7 percent over this 
year’s schedule. The increases, varying 
with age and policy form range as high 
as 12 percent. The interest rate was 
also increased from 4.8 percent to 5 per- 
cent. The five year dividend scale on 
the principal forms is as follows per 
$1,000, 

Ordinary Life 
DIVIDENDS 
Age Prem. Ist 2nd 3rd 4th 5th 
Year Year Year Year Year 








15 $16.31 $4.20 $4.28 $4.41 $4.47 
16 q 4.31 4.43 4.51 
17 35 4.47 4.56 
18 .39 4.51 4.61 
19 43 4.57 4.64 
20 47 4.61 4.6% 
21 52 4.67 4.74 
22 -53 4.72 4.80 
23 58 4.78 4.56 
24 .63 4.84 4.93 
25 .68 4.87 4.97 
26 74 1.93 5.04 
27 KO 5.00 5.12 
2s KG 5.07 5 4 
29 92 5.1 ».2¢ 
30 99 2 5.33 
31 07 29 9.42 
32 14 a1 
$3 22 5.61 
34 29 5.70 
35 7 7 » SO 
A i 47 ; 75 2.92 
7 ; » 56 7 ail) §.04 
\ 6 u4 a4 6.14 
’ 24.9: 61 79 5.44 6.12 2% 
40 “94 71 90 6.06 6.2 §.42 
41 2% Ko 6.0 6.19 ‘ 6.55 
42 1% 4 6.15 ‘ ‘ 6.71 
; 4.44 5.0 6.26 6.45 ft ‘ 
4 70 6.21 6.41 6.61 ‘ 1 “ 
i O46 ‘ ‘ 6.77 6.99 ri 1 
x 6.51 ‘ Ou ‘ 
$1 6% 6.90 7.1 oo 
41 6.85 “O49 4 ‘ 
ry 4 ‘ 7.04 7.5 ‘b. ) “ 
) 4 | r ; 1 rer ee ‘ 
l 47.48 15 I 96 4 
” 49.60 66 ‘ AL i 
1 Ko “0 0 { ‘ “ 
; ‘ ] “44 4 o.34 
649 { 8.7 7 S04 
‘ ; ‘ en yf 5 9 
2.06 90 " > 969 100] 10 
‘ ‘ 9.37 9.71 0 1 ‘ 41 
‘ ] ‘ lif ] i l 1111 
‘ J 1] 10.4 If ! ‘ I 
20-Year Endowment 
PytVitoel I) 
' let na ' 1! t! 
Your Your y \ ) 
$4 $6.15 $6.50 ¢ $7.24 $7.64 
‘ { 7 H.1¢ ‘ ! t f ‘ 
4,4 6.1% ‘ ‘ 4% ‘ 
. 47 ‘ a ‘ “ul i] ‘ 
% 47 ‘ 1 iL ‘ 4 
“ 47.67 ‘ 4 t 4 6.90 4 
] 47.756 6 2¢ 6.61 6.97 
, 47.84 & 7® 6.63 6.9% $ ‘ ‘ 
: 47.94 6.40 a4 7.01 4" ia” 
24 ss.04 ‘ i “4 ‘ 


DIVIDENDS 
















Age s 2nd 3rd 4th oth 

. Year Year Year Year 
25 5. 6.70 7.07 7.45 7.85 
26 6. 6.73 7.10 7.48 7.88 
27 6. 6.76 7.13 7.5 7.91 
28 6. 6.78 7.15 7.93 
29 6. 6.82 7.19 7. 7.97 
30 6. 6.86 7.22 7. 8.00 
31 9. 6 6.90 7.26 7. 8.04 
32 9. 6.58 6.93 7.29 7. 8.07 
33 49.38 6.62 6.97 7.34 7. 8.12 
34 49.60 6.67 7.02 7.39 i. 8.17 
35 49.85 6.72 7.07 7.43 2. 8.21 
36 50.11 6.77 7.12 7.48 7 8.27 
37 50.41 6.83 7.18 7.55 8.33 
38 0.73 6.88 7.23 7.60 8.38 
39 51.09 6.95 7.30 7.67 8.45 
40 7.01 7.36 7.73 8.52 
41 7.08 7.44 7.81 8.59 
42 7.14 7.52 7.89 8.68 
43 7.22 7.61 7.98 8.77 
44 7.31 7.70 8.07 S.86 
45 7.41 7.80 8.18 
46 7.52 7.91 8.29 
47 64 8.03 8.41 
48 7.76 8.16 8.54 
49 7.90 8.30 88.68 
50 8.05 8.45 8.84 
5 8.21 8.62 9.00 
52 8.38 8.79 9.18 
53 8.58 8.99 9.38 
54 8.78 9.17 9.59 
55 9.00 9.39 9.82 
56 68.36 9.25 9.64 10.05 
57 9.51 9.91 10.32 
58 9.80 10.20 10.61 
59 10.10 10.51 10.9 
60 10.44 10.86 11.27 





20-Payment Life 
DIVIDENDS 
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Age ] 5 10 1 20 
4% 6.65 9.2 1 17.46 
50 O88 6 13 18.70 
51 & 1017 14.! 
52 7.46 10.75 15.62 
5 7.80 11.43 16.83 
54 S20 12.22 18.28 
5 & OR 13.18 2004 
Travelers 

Vice-President James L. Howard of the 
Travelers has announced that the ecom- 
pany will hereafter consider short form 
medical examination in connection with 
salar deduction life insurance on appli- 
eations up to and including $10,000. The 
previous limit for short form examina- 
tion was $5,006 


Connecticut Mutual Life 


The Connecticut Mutual Life has an- 
nounced some liberalization in its under 
writing piactices It has extended the 
minimum and maximum ages, now writ- 
ing policis for applicants who have at 
tained actual age 14 and also for appli 
cants at ages 61 to 65 An exception is 
cited in the case of Colorado, where the 
tatut« restrictions prevent the issu- 
ine of policies for those under age 15 
The limit ¢ nsurance for life and en- 
dowment plans on male lives at ages 25 
to 50 has een raised from $150,000 to 
$200,000 (itherwise the present table 
of limits remains unchanged A change 








has been made in medical examination 
rules Heretofore the company has re- 
quired tw examinations on different 
days by tt aminer and the alternate 
on cas ‘ 5.000 or more In the 
future, one Xamination will be sufficient 
for amounts up to and including $50,000, 
provided the «xamination is made by the 
examiner If it deems necessary, how- 
ever, t! company may call for a com- 
plete examination by an alternate The 
r ! oubled its limits on sub- 

ard business Heretofore. policies 

take the substandard class were lim- 
d $25,000 the new limit being 





Chicago National Life 








The Chicago National Life is getting 
out some new policies It will soon have 
s child's endowment contract on the 
market It is also issuing a commercial 
life semi-endowment at age 75 with 
$5.000 as the minimum amount Th 
rates on tl $5.000 policy are as follows 

c) Policy 
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PACIFIC COAST 











HONOR BROWN AT LUNCHEON 
Fellow Workers in Russell Agency at 
Los Angeles Celebrate His Pro- 
duction Record 
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| tendent of the Metropolitan 


respect to volume, Mr. Brown’s achieve- 
ment set a record 

Agency Manager John Newton Rus- 
sell, brie fly outlined the purpose of the 
meeting, expressed his hearty congrat- 
ulations to Mr. Brown, and as substan- 
tial evidence of his appreciation pre- 
sented him with a check for $100, the 
amount which the illuminated — scrol! 
used in connection with the special ef- 
fort cost. In response Mr. Brown 
| gratetul appreciation 


the cam- 


feel- 


ingly expressed his 
na —_— : 
and fave a sno descrip ion ol 


paign in detail. 
Brief remarks were also made by the 


three vice-presidents of the company 
who were present, C. |. D. Moore, Dan- 
tord M. Baker and Dr. W. W. Leckett 
and by several fellow-members of the 
agency force. including Jimmie Walsh, 
Guy M. Classen and Mrs. Inez Welling, 
the concluding speaker beine Elmer S. 
Nelson, superintendent of field service 


Honor Miller at Los Angeles 


Oliver C. Miller, president of 
Central Life of lowa, who 
ioe 


visiting the Pacific Coast agencies of his 


the 


has been 


company, arrived in Los Angeles last 
eek, and spent two days with the 
Sunkist Agency,” of which W. H. Car- 
ter 1s genera! agent. A dinner dance 
and agency meeting was held in his 
honor, in connection with which he was 
presented with $650,000 of written and 
paid-for new insurance which had been 
produced in his honor from Sept. 15 
to Nov. 10 An agency meeting was 


held in the company’s office, which 
was attended by the members of the 
eld force in southern California 


aiso 
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F. L. MORAN GOES TO CANADA 


Appointed Superintendent of Agencies 
By Metropolitan Life—Succeeded in 
Southwest by D. R. Metzger 


Frederick L. Moran, superintendennt 
ot agencies in the southwestern terri- 
tory of the Metropolitan Life, becomes 
superintendent of agencies in Canada. 
He succeeds George Doyan and James 


B. Woodcock Mr. Moran has also 
been elected assistant secretary He 
started with the company Feb. 9, 1912, 
as an agent in Boston Then he was 
made manager at Worcester, Mass., and 
subsequently was made supervisor of 
agents in New England. n August, 
1922, he became superintendent of 


agencies in the southwestern territory. 


Succeeding Mr Moran in the south- 
west the Metropolitan has appointed 
Daniel R. Metzger. who has been man- 


ager of one of the Washington, D. C 


districts. 


John Hale Almy Promoted 


John Hale Almy, manager of the San 
Jose, Cal., district of the Metropolitan 
Life, has been appointed superintendent 
of agencies of the Pacific Coast terri- 
tory He has had a successful experi 
ence as manager of five different 
tricts in California 


Metropolitan Veteran Dies 

deputy sSuperin- 
Life at New 
week He was 
went to New 
with 


Henry Kronengold 


Orleans, La., died last 
58. A native of Austria, he 
Orleans 30 years 
the Metropolitan ever since 


ago, and has been 


Holds “Perfect Score Day” 
Western & Life has 
Thursday YO' 7), as 


Day n ordinary life 


The 
designated 
fect Score 


Southern 


~ 


put 
force up for this undertaking 

suggested 
pre 
Many of 


perfect 


mer to secure epects 


ordinary 


already have i 





THE NATIONAL UNDERWRITER 


score, every agent having sold at least 
$1,000, and some of them have had a per- 


fect score more than once. The object of 
this drive is to show that every agent 
can sell ordinary insurance, 


Prudential 
Hanion of Syracuse, N. Y., is 
assistant superintendent 
Superintendent John P. Zimmer of 
Milwaukee No. 2 completed 25 years of 
service, and in honor of the occasion the 
company tendered him a dinner, inviting 
the entire staff and a number of special 


News of the 


John L 
promoted to 


guests. The staff honored their chief by 
holding a special effort in both indus- 
trial and ordinary covering a _ four 
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weeks’ period and a most substantial 

amount of business was written. 
Superintendent Wilbert A yler of 

Detroit No. 3 and members of his staff 


with a number of special guests attended 


a dinner given by the company in honor 
of My Tyler's recently rounding out a 
quarter of a century of service A spe- 
cial effort had been held by the staff 
prior to the anniversary date, and the 
returns in amount of business written 
were very pleasing. 

Another assistancy has been estab- 
lished in Racine, Wis., and Assistant J 
N. Goebel of Kenosha has been trans- 
ferred to take charge of the new staff 
Agent Christ Christensen has been pro- 
moted to fill the assistancy vacancy in 


Kenosha. 





NEWS OF LOCAL ASSOCIATIONS 








McMAHON’S CLEVELAND TALK 


Greater New York General Agent of 
National of Vermont Tells of Life 
Underwriters’ Opportunities 

CLEVELAND, O., Nov. 19.—Ed- 
ward M. McMahon, general agent for 
Greater New York for the National Life 
of Vermont, addressed one of the larg- 


est regular meetings ever held by the 
Cleveland association Nov 14, more 
than 550 being present. 

Speaking on the subject “The Life 


Underwriters’ Greater Opportunities,” 
Mr. McMahon eloquently painted a pic- 
ture of true- service and its inevitable 
reward. While his appeal was _ princi- 
pally based on facts and figures showing 
the greatness of the profession, his word 
pictures touched a_ strong emotional 
response, especially with the ladies, a 
large number of the agents’ wives hav- 
ing been invited this particular 
occasion. 

“Where life insurance was formerly 
considered protection it is now viewed 
as silent capital,” said Mr. McMahon. 
“Only one-tenth of the economic value 
of human life is as yet protected by life 
insurance. Why, the total amount of 
all premiums paid in the United States 


on 


in a year is only two-thirds what is 
spent tor automobiles alone!” 

Mr. McMahon made some striking 
comments touching on what a _ prop- 
erly trained life underwriter can earn. 


“Responsibility attracts its own reward. 
The biggest men in the world are sales- 
men, marketing their power of self- 
mastery, whatever other name they are 
pleased to call themselves 

“Lite insurance companies distribute 
to American homes over one billion dol- 
lars every year; what a vast business 
for good we are engaged in!” 

Speaking in defense of 
position of the life insurance 
McMahon said in closing “Real life 
underwriters are not to be associated 
with hearse drivers and undertakers. 
We are life underwriters, not purveyors 


socia! 
man, Mr. 


the 


of death insurance The head of the 

home may pass on, but his spirit of 

love and protecting care remains.” 
Fifteen new members, representing 12 


ditferent 


companies, were admitted 
President Pearce appointed a nominating 











committee to report a slate at the 
December meeting, when the annual 
election of officers and directors will 
take place 

x * 

New Vork At the Dee. 9 meeting of 
the New York association H. P. Graven- 
gaard of the agency department of the 
Aetna Life's home office will Speak, as 
will President John W Clege of the 
National Life Underwriters Association 

+ ~ + 

Oklahoma John W. Newhbern, general 
agent in Gklahoma for the Home Lif 
of New York, has been appointed chair 
man of the speakers bureau of the Okla 
homa association This is to fill the 
place made acant by the departur of 
Cc. lL. Syke recently called to Newark 
N. J., to serve in the home office of the 
Mutual Benefit Life, for which he was 
(klahoma general agent The speakers’ 
bureau furnishes speakers for meetings 
of local underwriters associations 
through the state which are affiliated 
with the state association 

The Oklahoma association joined with 


the Cooperative Club in arranging a lun- 
cheon for Ethelbert I. Low, president 
the Home Life of New York, Wednesday 
noon at Oklahoma City He is visiti 
General Agent Newbern 
* * * 
Los Angeles, Cal.—The Los Angeles as- 
sociation held its November dinner- 
meeting Thursday evening. The chair- 


man of the entertainment division, Ward 
H. Porter, of the Fidelity Mutual, had 
arranged for a number of interesting 


features, as follows: 

Address, “Keeping 
Cutting, well known in the life insurance 
world as a writer and speaker upon 
various phases of the medical examiner's 
work in its relationship to life insurance 

Inspirational talk, “Those Applica- 
tions,” by Robert A. Brown of the Pacific 
Mutual, who recently established a nota- 
ble record for the number of applications 


rit,” by De. C. FT 


written, examined and paid for in ons 
month. 

The Life Underwriters’ Job—‘“Fulfill- 
ing the Prospect’s Needs,” a series of 


discussions by Chas. E. Bent of the Trav- 
elers, Frank E. Colclough, Provident Mu- 
tual, and W. C. Wells, Phoenix Mutual 
Definite cases were discussed. 
Sales Demonstration by Roy 
well, Guardian Life. 
Analysis of the Underwriters Canvass, 
by A. C. Duckett, Northwestern Mutual 
“Salesmanship Essentials.” by F. W 
Heron of San Francisco, Pacific 
supervisor Fidelity Mutual Life 
* * ok 
Connecticut—At the special meeting of 


Leffing- 


Coast 


the Connecticut association on Connecti- 
cut Insurance Day at Hartford last week 
a valuable program was given The 
chief speakers were Paul F. Clark, gen 
eral agent for the John Hancock at 
Roston and C. C. Gilman, an agent for 
the National of Vermont in Boston In 


addition Leon Soper, promotion manage! 
of the Phoenix Mutual, gave an address 
The life insurance men were welcomed 
by Chairman of the Board John M. Hol- 
combe of the Phoenix Mutual. The play 
written by Franklin W. Ganse, which 


was put on so successfully at the Los 
Angeles convention of the National Asso 
ciation, was repeated and made a decided 
hit. Mrs. Helen MecDaniell of the Stats 
Mutual at Boston played the leading 
part Cc. C. Gilman of Boston played the 
part of the lawyer President Doten of 
the association turned the meeting overt 


to Lee CC. Robens, chairman of the com- 


mittee in charge, who introduced the 
speakers 
*x * 

Waterloo, In.—The Waterloo associa 
tion had several out-of-town men as 
guests at their monthly meeting ist 
week It was one of the largest attend 
ed meetings in the association's histor) 


and several matters of interest were dis 


cussed Among the visitors were H. DPD 
Amick, Pacific Mutual, Shellrock; H. H 
Victor, Central Life, Hampton; E. W 
Bartlett, Central Life Tama; John Y 
Kennedy, Northwestern Mutual, Cedar 
Rapids, and Messrs. Good and Little of 
the Pacific Mutual 
ae 

Lansing, Mich.—Trust company ser 
ice for large life insurance policy-hold 
ers was urged by M. A. Linton, vice-pres 
ident of the Provident Mutual Life ! 
an address last week before the Lansing 
association Mr. Linton declared tl 
every person who has a policy in ex 
of $20,000 should place the distribut 
of its benefits In the hands of a reputa 
ble trust company to avoid any possibil 
ity of the beneficlary dissipati t 
through unwise investments or ctra 
Rance 

The popularity of the annuity ty} f 
Insurance is increasing yveariv, Mr 
ton said ind that fact is dding t 
business of trust compant whicl 
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perform a function impossible for the in- 
surance concerns,. 

“Insurance companies can't direct the 
handling of money paid to beneficiaries 
he said. “Because of this, insurance 
salesmen who dispose of big enough pol- 
icies to Warrant the annuity plan should 
endeavor to induce their clients to place 
the handling of the income in the charge 
of a trust company or trust department. 
The salesman should do this as a part 

f his service to the policy-purchaser 
s it is the rendering of service that is 

aking of life imsurance the greatest 

ysiness in operation, It is the service 
that it coveys that is the real thing a 
-holder buys. 

Former Congressman Patrick H. Kel- 

vy. who was once a life insurance sales- 

n, presided. 

*x* x * 
Md.—The Baltimore 
November meeting last 
week heard addresses by Dr. S. 8 
Huebner, head of the insurance depart- 
ment of the Wharton School of the Uni- 
versity of Pennsylvania; Joseph D. Book- 
staver, general agent Travelers, New 
York City, and Messrs. Stedman and 
Thompson, instructors at the School of 


asso- 


Baltimore, 
ation at its 


Life Insurance Underwriting of the Bal- 
timore College of Commerce Four 
applicants were elected to membership 


L. A. CERF SPEAKS ON 
BUILDING A PROGRAM 


(CONTINUED FROM PAGE 3) 


The busy business man appreciates the 
program but it doesn’t sell insurance. 
The size of a big program necessitates 
reading it and that is fatal in the case 
of a busy man. If a program is left 
with him, he is very apt to call in an- 
other agent and build on that. 

“My idea,” said Mr. Cerf, “of a small 
program is a small number of compact 
sheets. Most of the big programs con- 
tain a sales talk. The idea is that the 
prospect should read the sales talk. 
[hat is not the idea for the little pro- 
gram. The prospect should be told the 
sales talk but figures in the program 
are for him to check up on the sales 
talk. With a man of moderate means a 
small number of sheets with figures on 
them is the thing. 


Requires Two Interviews 


“The sale of program insurance is a 
two interview proposition. On the first 
interview you get the data. The next is 
to go home and prepare a program and 
the third step is to come back and 
close. It is very important that the 
agent should plan to complete his sale 
on the second interview, otherwise h¢« 
will get plenty of interviews but very 
little insurance. 

“The most difficult and the most in 
portant thing about program insuranc« 
is to get the facts about the prospect 
Should you merely guess at the facts he 
knows you have not the crust to ask 
him and knows that you are not basing 
your program on the facts. But you 
cannot boldly ask him what his income 
is. You must have a sales talk to con 
vince him gradually that he is going to 
give you the facts about his income. Tell 
them the story of the doctor. Say to 
him. Suppose you called in a doctor 
and said to him, ‘I am under the 
weather’, and the doctor said, ‘Is that 
so, here take these pills... No one would 
have any confidence in a doctor who of 
fered pills without finding out what the 
symptoms were. Therefore I am going 
to ask you what your symptoms are in 
regard to life insurance. I must know 
your circumstances in order to properly 
prepare this plan. I think you will find 
that I am the kind of man that you can 
tell these things to in 
know that they will be used only t 
build up a proper life insurance pri 
gram. If you have anv doubt I will he 
very glad to have you call up my office 
nd ask them.’ 

‘This usually works Some 
ise subterfuge or find out 
ut I do not like this so well. They will 
say, after having found out how muci 
insurance he carries, ‘I assume that you 
put 1/10 of your income into life insur 
ince.” This of course will bring a quick 
rejoinder, ‘Oh no, not that,’ and by 

ing several possible factors or «et 


confidence and 


agent 
indirectly 








LIFE 


centages the income can be very defin- 
itely decided 
“Most of the 
the preliminary 
ting the facts the client is bound to ask 


selling takes place in 
interview. While get- 


questions and in explaining why the 
data is needed the pr oposition is really 
half sold. Curiosity is aroused when you 
ask about his family, about any money 
that he owes on mx rig ages and the like 
There is no tem to close on the 
interview. Tan get him 
tomed to you and get his confidence be- 

e attempting to close. In leaving, 
you say, ‘Before I bring this to you | 
will phone and tell you when I am com- 
ing. It is rather an important propo- 
sition as you can see and it will take 
study the proposition 
fore I can make my recommendation.’ ” 


first accus- 


eral day s to 


Becomes Simple Process 


Drawing up a program is a little dit 
ficult at first but after the agent be- 
comes accustomed to it it is a very sim- 
ple matter. On the first sheet should 
be given the data learned about the 
prospect. When the second ror hy 
is opened it is on top and is all that 
prospect can see. On the secc nd sheet 
are the agent’s recommendations. First 
a clean up policy usually for a man of 
moderate means from $2,000 to $5,000 
This includes any amount for inheri- 
tance taxes, outstanding debts, funeral 
expenses and the like. Mr. Cerf says 
that no one should be allowed to carry 
an insurance program with less than 
$2,000 for clean up expenses. He said 
that in every case the death expenses 
are much greater than estimat he and it 
is a fatal mistake not to have the figures 
in cash for this purpose. 

The second point is the minimum in- 
come. This is the cornerstone of the 
program. If you can’t sell this you 
can't sell the program. In getting the 
facts you have asked —_ wh at the min- 
imum amount that his ily could get 
along on is. All of thi income need 


t 








10t be provided by insurance. If the 
man already has a steady income out- 
side of his salary it need only be aug- 
mented by insurance However, the 
agent should make sure that this is a 
steadv and sure income It need not 
or cx se be s sure is life surance 
becaus not se s but 1 t comes 
tron mK < rentals o1 safe 
property it is satisfactory 


Uses Installment Option 
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qadees not require \ idd > 
nce t pr rie the inc I 5 
s provided the cash reserves on po 
?) ; } ¥ 
cies 1 nd rhe old age u Ss, « 
, 
course larac ul ¢ iowment o1 nited 
payme forms are suggested for 1 and 
>, but usually ordinary life is used. I: 
; 1 , , 
any case there 1s considerable cash valu 
hicl Ws “4 } md at 
\“ Ww ] vide i oO! inc Ina 
ge 6 Che verage man Ca ot aft l 
t ( VY extra licies f r this purp se 
| oes not mean that the old age 
fund is not important. In selling i: 
surance it has been fo 1 wise to ¢ 
phasize very strongly the old age 1 
Every 1 | 1 tter | \\ trust ~ 
interested himse]l li } " r 
} } ¢ 
where 4 Is t 1 cy Wa I 
s own use | ‘ t help b ¢ R 
erested tha I : as ely t 
mT ection ot S cle vender L he wet! 
} : ix 
s uld pomt out t sth it ¢ s buy 
ing msurance with an altruistic purpose 
} it that t is act hy t x wt cost 
him anything 
lwo other important items which may 
not appear on the second sheet ot the 
program are mortgage insurance and 
} . 
educational policies rhe use of these 


depends of course upon the man’s means 
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EDITION 


and whether or not he has a mortgage | can approach his 
to cover and whether he can be per- morning, Mr. 
suaded to purchase educational insur- 
ance for his children. These are both 
less important than the first two. The 
third 


gram all worked 
time but | think 
nt.” Then in ¢ 
sheet gives the cost of the insur- | slowly. Mr. Ceri 





is to be accomplished. It will show each | tic 





life policy and the premiums thereon. plan. He would then try to close his 
In order to show how much it is going case and find the prospect would say, 
to cost to put the program into effect, Wait a minute, I haven't had a chance 
deduct his present insurance premium to read this yet.” Consequently ‘he goes 
trom the whole to indicate the additional very slowly and gives a chance for ques 
cost. It is well to include a table show- tions on each item. He tries to sell each 
ing how cash values accumulate and off tem as he goes along so that when he 
set the premium deposit gets down to the bottom of the program 
In presenting the program the agent s t close 


Jones, 


client and say, 
I have 


xplaining, 








“Good 
your pro- 
out. It took me some 
I have just what you 
he must go 
said that he made the 
ance and explains just how the program | mistake of rushing tl hrough the proposi- 
n when he first tried out the program 





Insurance 
can 


We 


—Buy the balance of 
—Put you in business at once. 


Promoters 


your stock. 


—Resell stock back to you at same price. 


If your organization is strong and 
partially sold; you will be inter 
plan. 


your stock 
ested in our 


Smith, Hardy & Company 


208 S. La Salle St., Chicago, 























$281,759,842.00 $15,285.539.37 


Insurable Person 
HOME OFFICE BUILDING 


Operates in Twenty-one States an he Republic of 





Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirem 


— — Se 
OF GALVESTON, TEXAS 
| W.L. MOODY, JR. SHEARN MOODY, J. SHAW, 
President Vice-Presiaent tary 
FINANCIAL STATEMENT JUNE 30, 1924 
ASSETS LIABILITIES 
Real Estate Owned $ 1,104,974.53 Net Reserve (American Ex- 
Mortgage Loans (F Lien perience Table, 8 & 854 %) $15,035,169.00 
on Real Estate) .......... 6,516,988.73 Reserves for Death Losses in 
Cametersl ESOS ccccosccece 25,000.00 Process of Adjustment or 
Loans to Policyholders (On Adjusted and Unpaid.. 181,813.00 
this Company's Policies) 1,816,922.97 Reserve for Taxes and 
DPD. ensecensesoessses 6,876,621.55 preciation : 143,694.88 
Cass Gp Bam. cc cccccccs - 1,416,770.99 Miscel laneous Liabilities 215,658.46 
Certificates of Deposit (De- Capital Stock ...$1,000,000.00 
GED _aceccceccsccoescce 24,844.00 Assigned Fund 
Interest Due and Accrued.. 875,278.54 and .— 2,007 582.98 
Deferred and Uncollected 3 2 Policy- 
Premiums (Net) saede $76,012.00 , 8,007, 588.98 
Wee ROD wcnccccesen $18,533,408.31 Total Liabilities $18,533,408.31 
| GAINS MADE DURING FIRST HALF 19234— 
Increase in Insurance in Force..... ce sececes ss eG16,788,488.00 
Increase in Admitted Assets , 1,462,819.82 
Increase in Surplus Security to Policyholders 138,411.53 
. , ag TOTAL PAID POLICYHOLD.- 
INSUR ANCE IN FORCE ERS SINCE ORGANI. ADMITTED ASSETS 
JUNE 80, 1924 ZATION— $18,533,408.81 


ents of Every 


Cubs 


Gross Income Averages, $10.61 2.00 per Month 








Annual Statement of 


At Close of Business December 31, 








The Security Mutual Life Insurance Company o of Lincoln, Neb. 


ASSETS LIABILITIES 
Loans on Nee le ’ R . 
za eserve 
$1,275,956.50 4 noes 
aioe I t $2,445, 233.45 
634,701.75 Insta ent P cies 6.368.33 
N c 
fu . 271.700 c ( 2s—P s N 
> 276 nd 3 65 1) 
$9,430.18 = Ad 
- 757.04 
159.429.4 
. R . 46.054 x P A : 936.95 
343.99 4 ts Payable 5963.45 
59 376.84 Re vc ~ r Taxes, Pay 
© Le2a 3,734.0 
tice igs 44,738.45 . s Assigne 22,551.41 
61,300.35 S$ ; Policyholders 365,369.52 
N \ Ass 2 983.479.1 " . $2,933, 479.1 
Ee. B. 1 -- —_ ce. ~ MU every Frank W. Sloan 
| Preside Vice Ps : \ vaiJeat 
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NATIONAL 


UNDERWRITER 








New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlingten, lowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON ( Actuaries & Examiners 
OHNC. HIGDON } $2 Gates, Bailding 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
616-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








DERIC S. WITHINGTON 

CONSULTING AETUARY 

948-94 Insurance Excha Boe 
Tel. Walnut 3761 DES M 








J. McCOMB 
. COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, etc, Caleulated. Valuations 
and Examinations Made. Policies 
and all we Insurance Forms Pre- 
eae The Law of Insurance s 


Caicoré Bids. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 
1523 Association Bldg. 198. Le Salle St 
Telephone State . . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemicon Building ST. LOUIS MO. 
































| SOME RECENT COURT CASES THAT 
INVOLVE LIFE INSURANCE 
| — 





Whether insured in good health at 
time of application held question for 
jury, and where application not part of 
policy sued on properly excluded from 
evidence. In Clay vs. American Na- 
tienal, Springfield Court of Appeals, Mo. 
264 S. W. 462, a policy on the life of the 
insured was delivered in March, 1923. 
During the same month the insured was 
admitted to the hospital suffering from 
lobar pneumonia. From here he was 
removed to his home in Wayne county, 
Mo., where he died on April 30. 1924, 
of acute miliary tuberculosis. 

The company denied liability on the 
policy, claiming the insured was not in 
good health at the time the policy was 
delivered to him. The evidence on this 
point was conflicting, but upon the trial 
of the cause a jury found in favor of the 
plaintiff, beneficiary. In declining to 
disturb the judgment rendered thereon 
the court, in part, said: 

“It is well settled by statute and de- 
cisions, that the jury must determine 
whether or not an insured was in guod 
health on the date of the delivery of the 
policy.” 

The insurance company contended 
that it should have been allowed to in- 
troduce the application signed by the 
insured in evidence at the time of the 
trial. This application was not, it ap- 
pears, made a part of the policy and in 
sustaining the trial court in excluding 
it the court said: 

“As the application, either by actual 
incorporation or by reference, was made 
a part of the policy which was issued, 
it was proper to exclude it from the 
consideration of the jury.” 

x * * 


False statements by insured in appli- 
ance policy held to avoid the policy de- 
spite an incontestable clause in the 
policy. In Ward vs. New York Life, 
supreme court of South Carolina, 123 
S. E. 820, the insured had certain poli- 
cies which contained clauses rendering 
them incontestable, except for non-pay- 
ment of premiums, after the expiration 
of two years. After the policies had 
been in force more than two years they 
lapsed for non-payment of premiums. 
Following this the insured made applica- 
tion for reinstatement which was ac- 
cepted, and a few months thereafter the 


insured died from “excessive use of 
whiskey” so the proofs of death 
showed. 

On this state of facts the company 


the ground that 
false statements 
reinstatement. 
contended 


contested liability on 
the insured had made 
in the application for 
The plaintiff, the beneficiary, 
that both under the South Carolina 
statute and the incontestable clauses in 
the policies the company was not en 
titled to prove the alleged misrepresenta- 
tions made in the application for rein- 
statement. The contention being that 
since the policy had been in force more 
than two years, and since the company 
had accepted two annual premiums, it 
was not entitled to prove the alleged 
false statement of the insured as a - 
fense. In denying this contention and 
affirming a judgment rendered in the 
lower court in favor of the insurance 
company, since it was admitted that the 
insured had made false statements in the 
application for reinstatement, the court 
said 

“The appellant 
below), relies upon the 
The language is clear. After two years 
the company waives any right they may 
have had to dispute the truth of the ap 
plication for insurance, that the assured 
person had made false representations 
and the said application shall be deemed 
and then.taken to be true There was 
no attempt to attack the application for 
insurance. * * * 

“The incontestable clause is not in 
the ‘case’, and we can base no binding 


(beneficiary, plaintiff 
statute quoted 





judgment thereon. * * * As quoted the 
incontestable clause reads ‘And shall 
be incontestable after two years from 


date of its issue, except for nonpayment 
of premiums.’ 

“The contest of these policies is based 
upon the nonpayment of premiums with- 
in the time provided by the contract, or 
the extention of 30 days. The plaintiff 
then relied upon a reinstatement not 
covered by the statute, and failed. * * * 
The evidence (of the alleged false state- 
ments of the assured in the application 
for reinstatement) was admissible, and, 
being undisputed a direction of a verdict 
for the defendant was properly made.” 


* * * 

Notes Given as Premiums. — Effect 
of, on Life of Policy. — The pur- 
chaser of an insurance policy had 
paid his premiums thereon _ for 
five years by notes instead of cash. 
The policy provided that in the event 
of a failure to pay premiums on said 
policy, if no preference was stated by 
the purchaser, he would be given a non- 
participating continued term policy for 
a term specified by a table attached and 
varying with the length of time that 
premiums had already been paid on 
the policy. The court held that for the 
purpose of keeping the policy in force, 
such premium notes as the purchaser 
had given would be considered pay- 
ment. National Life Co. vs. Kuyken- 
doll Ct. of Appeals, Ky., Decided 
Oct. 10, 


* * 


weight of evi- 

recovered 
company 
deceased 


Verdict not against 
dence. The plaintiff 
from the defendant insurance 
on policies issued to her 


husband. The policy provided that 
the insured at the time of taking 
out the policy must have been in 
sound health and that the policy was 


void if the insured had been attended 
by a physician for any serious diseases, 
or kidney trouble, among other diseases. 

The court found that there was a 
sharp conflict in the testimony as to 
whether the deceased had been treated 
for arthritis. The jury answered the 
question as to whether he had been so 
“attended” in the negative. The court 
held, in accordance with the precedents, 
that it would not set aside the verdict 
because of the conflict in evidence. It 
also stated that the word “attended” 
as used in the question to the jury, and 
as understood in its answer, meant 
“treated,” or “cared for.” Metropoli- 
tan Life vs. Haber. Court of Appeals, 
Ohio, 8th district. Decided Oct. 13. 

* * * 

Suit by Receiver of Massachusetts 
Bank against Superintendent of Insur- 
ance of New York—Jurisdiction of Fed- 
eral Court—Diversity of Citizenship—A 
receiver of a Massachusetts bank may 
assert his equitable or common law 
rights in a federal court against the su 
perintendent of insurance of New York 
on the ground of diversity of citizenshin, 
and cannot be deprived of such rights 
by the statutes of the state in which the 
federal court happens to exercise juris- 
diction at the time. Farrell vs. Stoddard 
U. S. Dist. Ct. No. Dist of N. Y. De 
cided Sept. 22 

> > 


Securities Deposited with Treasurer 
and Receiver General by Insurance 
Company to Enable It to Do Business 
in Other States Cannot be Diverted to 
the Policyholders and Creditors of a 
Single State —In a suit in equity by an 
injured employee of an insured employer, 
against the commonwealth to enforce 
payment of the balance due him out of 
the bonds deposited with the treasurer 
and receiver general by the insurance 
company, since insolvent, in which the 
employer was insured, in order to insur« 
compliance with the laws of other states, 
as a condition to the right to do busi 
ness therein, under statute it was held 
that such securities are held by the 
treasurer and receiver general for the 


purpose of enabling the insurance com- 
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pany to comply with the laws of other 
state, and not for the exclusive or 
primary benefit of the policyholders and 
creditors of a single state and that such 
securities could not be ordered trans- 
ferred from the possession of the treas- 
urer and receiver general to the receiver 
of the company. ree vs. Com- 
monwealth Sup. Jud. Ct. Mass. Decided 
Sept. 20. 


METROPOLITAN GIVES 
INVESTMENT ANALYSIS 


(CONTINUED FROM PAGE 1) 


bonds of countries where the company 
does not operate and thus the Metropoli- 
tan holds only Canadian and United States 
bonds. Next come the municipal bonds 
which are backed by the municipality's 
taxing power and are ‘recognized as strong 
investment securities. Special assessment 
bonds do not meet the company require- 
ments, but investments in big public im- 
provements not only meet the require- 
ments and offer an excellent mvestment 
but aid cities in their development and 
protection. 
Power and Light Bonds Good 


Over 10 percent of the company’s 
bond investments, 4.5 of all assets, are 
invested in traction, light, and power 
securities, which, the Metropolitan re- 
ports, have been satisfactory in all its 
experience. The booklet states that 
under fair regulation and conservative 
management these securities furnish an 
advantageous outlet for the investment 
of life insurance funds. Mr. George 
repeats the quotation, “Electricity speed- 
ing to the ain of man, is the outstanding 
feature of the present age.” Tractions 
are included in the company’s invest- 
ments, though they have been in dis- 
favor among investors for sometime. 
The company states that the public and 
governing bodies are beginning to feel 
that these companies are entitled to a 
square deal and the outlook for securities 
of such companies is on the whole de- 


cidedly better Also classed as public 
utilities are telephone and_ telegraph 
bonds, which the company holds to the 


extent of $17,711,000. 

Real estate corporation bonds consti 
tute 2.4 percent of the total bond invest- 
ments, with $15,866,000, these being 
chiefly mortgages on hotels, banking and 
apartment properties. Last in the list 
of bond investments come those of in 
dustrial corporations of which the com- 
pany holds $9,690,000. This class of in- 
vestment is very limited and is closely 
selected and watched. 


Leader in Mortgage Field 


rhe second big -division in the com- 
pany’s investments is that of mortgage 
loans on real estate. The Metropolitan 
is a leader in the mortgage field and has 
made a worthy contribution to the com 
munity growth through this means. In 
the past four years, 62,000 families have 
been provided homes by the Metropol- 
itan’s loan service. The company has a 
total of $652,347,924 in mortgage loans 
on real estate, of which $151,327,781 is 
on farm properties in 26 states and 
$501,020,143 on city and suburban resi 
properties in 38 
average rate ol 
year was 


dence and_ business 
states and Canada. The 
interest on the first of the 
5.782 percent. 

A considerable item in the loan col 
umn is shown under loans to policy- 
holders, aggregating $107,983,743, or 7.1 
percent of all assets. Mr. George points 
out that this is undoubtedly the best se 
company can hold as it is 
own obligations, but the 
obtained fre 
which 


curity the 
backed by its 
ease with which it can be 
quently defeats the purpose for 
the insurance is carried. The companies 
do not seck this form of investment for 
this reason. 
Extensive Renal Eatate Holdings 


Real estate held by the Metropolitan 
is shown as $31,948,139, including chiefly 
the home office building, the printing 
building in Long Island city, the Pacifix 
coast head office building in San Fran 
cisco and the group of apartment houses 
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in the Borough of Queens he latter 
was authorized by special act of legis- 
ature in 1922 in an endeavor to 1m- 
prove the deplorable situation which 
existed at that time with respect to 
sing An act | permitting 
nsurance companies tor the period 

e emergency to invest up to lf 
ent, of their assets in apartment 

! erties to be rented at not to ex eed 


month 
company 


$9 a room a 
the only 


The Metropolitan 


which ad- 











tage of this permission and carried 
this public-spirited rise. The 
lings erected under t pecial per- 
iccommodate about 2,100 ilies 
the income represents a net return 
percent on the investment of §$7,- 

{ 10 
s for the other items required in the 
rt to the insurance department, the 
M politan leaves a blank for the item, 
Loan secured of bonds, 
S k Che com- 
vans. The 
t s omece, on 
. transit. is 


ALL CONNECTICUT MET 
IN GALA CELEBRATION 


(COSTINUED FROM PAGE 4) 


ration today H iid that the gen- 
ral public should be made to realize that 
‘ ess Cities and assureds in the matter 


re prevention are bad partners 





this cooperative movement. He app l 
upervision Of imsurance comy s but 
s that state mon lies ‘ 

vicious form of 1 

tter an address of w me b 
St ns of Hartford, who is also s 
tar it the Aetna Casualty & Sur and 
manager of its plate glass department, at 
th hanquet in the evening, Chairmar 
James L. Case, who was the general chair 
na of the entire lav’s sessions ‘ 
toastmaster at the banquet, introduced 
Ernest Palmer, manager of the Chicago 
Board of Fire Underwriters, wl spok 
ol Poor Relations.” \lr. Palmer kept 
the iudience in an uproar ] hter 
throughout his address but nevertheles 
got across some important points. He said 
that every business man knows somethit 
about the insurance business but t 
kn it thoroughly He said t we 
ha nly two or three business met 

city who knew the insurance | 





thoroughly it would leaven the entir 
loa He asked why there is such genera! 


disapproval of the insurar 
Thought is about the rarest thing 
e world today and just as insurat 
think little about other people's bu 
nesses, likewise others think very little of 
theirs. Some knock railroads and othet 
rations freely when probably they 
know little about th ctual cenditions 
wit which the railroad has to deal 
Need to Show Public 
I said that some business men hay 


he idea that all in 
is to take money 


surance companies do 
from the people and 





LIFE 


time? Insurance is just as legitimate a 
charge as the cost of building a factory 
i t rest on the mone wt | was 


REDUCED COMMISSION FOR 
SMALL POLICY NOT FAVORED 


(CONTINUED FROM PAGE 13) 





Miatter at Our agency meetings, we ai 
ot the opinion that our rule has not di 
creased the number of policies and has 
had an effect in increasing the amot 

writtetr agents have testified t 





Or 


the fact, on more than one occasion, tha 
on account of the reduction in commis 
sions, they have worked more a1 
placed $1,500. Without the reducti 
they would probably have been satisfied 


with a $1,000 policy Atter 








I a Canvass 
has once commenced, there is littl 
prospect of an agent lessening his et 

6 4 - ’ ’ 

torts even if he can only place $1,000 
poli Phe only case in which it wou 

TY ? ’ uld } . ] e 
seen tia there would ea acvers 
ettect in the production ol busines 

~ . 

would be an agent might feel 
th i pre ould not take more 
i $1,000 onseque tly ruld t 
undertake the car vass, but these cases 
\ ould be very Tew indee 

Pacific Mutual Life—A reduced « 
mission rate on policies of $1,000 would 


1 


involve difficultic 











missions and woul se teel 
ng among the field his cot 

pany, 60 percent of the business writte 
s in the form of policies of $2,000 or 
ess rruly, the small producer writes 
i greater percentage of $1,000 policy 











ree h does C g¢ ce 

‘t is the s ~~ %* en 
aged ( Ww d ise ul 
the sed te to tl fact 
nsur ce ig! t be issue in 1! I thar 
one policy or st ve licies of $1 
000 Issue shor ter on the 
Another phase situlati s tl 
the mortalit e small policies 

ore ‘ i le 1 ler | c la x 4 
tract Chis is another reason why it 
\ { ld bok Oe | I CCUCSssa to re 1 XA t 
x pense lved in securing the sma!] 
' Th ‘ 

Pilot Life—We tried out a first yea 
commission scale, graded according t 
amounts. For policies under $2,000 we 
paid commission according to one scale 


between $2,000 and $5,000 we paid com 
missions according to another 
for $5,000 or over we paid 
third 


sa 

Stdi€, alla 
“Ardinag ¢ 

iccording 


1 
aie 














give nothi ng back. Even a cursory re 
view of insurance legislation shows that 
there is an unending stream of laws o1 
insurance He said that the treatment 
that any business received at the hand of 
legislators is due largely to the business 
itself. You cannot expect legislators t 
do intelligent work on insurance unless 
the insurance men in their communities 
ha seen to it that there is a fair publi 
opinion in regard to imsurance He said 
We must try to have this kind of public 
opinion. We do not object to reasonable 
le lation but do object to the hampering 
ty. It is the agent’s duty to see that 
the people in his community have a publi 
ion which will call for the right 
kind of insurance legislation 
the dealings between agents and com 
p s he said there is t much bluff 
ith sides in the various conferences 
Each side discounts the other's den Is 
reat deal He said, “It make m 
t to hear’ men apologize for making 
fit out of the insurance busin 7 
t biected to the habit of some igents 
ling insurance a tax. He said, “Do 
not know that the tax « lector has 
unpopular Tart tl beginning ! 


a sc Our agents objected to 
this, alleging that it was just as hard 
to write small policies as the larger size 
ones and general agents said that thers 
was a reduction in volume produced be- 
cause the agents spent all their time 
trying to write larger size policies. Ir 
view of our experience, we changed this 
basis of compensation, although s 
pav a bonus for $5,000 or over 
> > 

Northern Life, Wash.--OQur compat 
has bee experimenting along this line 
for the st two vears i is beer 
Da ne VU perce t less commussiotr ‘ 
policies t less tha $2,000 Our ex 
pet cl 4 wit! t Is | lat | i> beer ver) 
satistactory t is a recogmized pri 
ciple that 1 compar wishes 1s 
r stimulate the writing of any particu 
lar kind of poli ne of the best ways 
ot s doing 1s to pay 1 ree cK S 
siot n such policies Likewise if the 
Is to retard the writing inv ceé 
tal k ne ; mn ] cies ‘ sat ry 
to pay J le = 7 mr ss! | > ? 
We think that this prin le plies t 
the ome quest ind that it atu 
ally tollows it we ité Da es c 
mission on $1,000 policies that the agents 
will automatically write larger pol 
if thev car Our idea has been t “aa 
the agent | rit lea d to} \ tire 
think anit e000 tead 21 00 
whicl t t! vantage well 
‘ the ¥ ere Furthe , ‘ 
purcl . vet the +9) today 
; ich le 41 ® het re tl} war that 
whet 7 vent s 1! lcyw ?t =° oOo 
he is ] protecting t! " ired's amity 
} if tl s.illle¢ way is he Was \ 
sald thion 1.000 policy at tha é 


INSURANCE 


EDITION 
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We have not 


found in our 
agent has suffered 
percent 


‘ss than $1,000, but 


experience 
loss | 


com 


the any 


through receiving 10 less 


issions on policies 











ave on the contrary been earning more | 
noney through selling larger policies 
rhus, while benefiting himself, he | 
ilso bene 1 ! pany reducit | 
he additic l $1,000 of in- | 
ice to v and also giving | 
larger We do not think | 
that it causes t igent to neglect to a 
extent, the man who can only afford | 
suurchase a $1,000 policy, because the 
who could purchase $1,000 several ve 
w s ld mw be the etical | 
— S$? O00 


(Additional replies on this question will 


be printed at a later date.) | try 


ACTS AS FRATERNAL ADVISERS 


A. J. Hereford and Associates Formed 
to Give Legal or Advisory Assistance 
to Assessment Concerns 
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HAS UNIQUE CLAIM SERVICE 


and Also the 
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Plan of Anticipat- 


ing Claims 








SCHEME IS EFFECTIVE 


| Pacific Mutual Life Uses Zone System 


en if DP estonl c.f _ 
Pacific Mutual Life has efiected 
cla department organization which 
$ unique for life and casualty companies 
, ' | | . 
whic s been furnishing gratify- 
ale ' ; 
res Ss since it was started two years 
) 
¢ company has divided the cour 
te zones, in addition to the 
otiice zone and the Chicago head 
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HAS STRONG BACKERS = 

a ORGANIZE LINCOLN COMPANY 

" | Tell Him?” 
a an e im a American Reserve Life Is New Mutual 
Licensed By Nebraska Department 

_— : aie, of Trade & Commerce S 
AVE you ever developed a sale to the point where your prospect = a 


ca 6 2 ’ > ed 7 2 > 4 Sc 4 4 rse r we } < n I ell 
is “on the fence where you say to yourseli What ca t LINCOLN, NEB.. Nov. 19.—The 


him. There’s one spot where I could reach him. If I only knew American Reserve Life is the name of 
what it was he would be a protected man in two minutessy ;a new corporation that has just been 
authorized to begin business by the 


Department of Trade & Commerce at 
Every man has such a spot. It lies close to his greatest insurance need. Lincoln, Nebraska. 

- This is a mutual, legal reserve com- 
pany, the right being retained in the 


> ‘gmt 


The agent working under the American Central Plan knows that spot. It is articles of incorporation to change to 
 - : : dP Card a stock company at any future time. 
indicated on his Surveye rospect Card. No stock is to be sold, however, nor is 
any mention to be made of stock while 
dice im . _ . ° : <a Ne an the company is a mutual company. 
his is a part of the Plan. The pre-selection of prospects, the pre-approach, The officers are Raymond F. Low, 
the canvass, control of the interview, close, the handling of notes, and a det- president T. L. Davis, vice-president; 
ee a . . , .. by whicl ‘cessful age W. B. Roberts, secretary and treasurer; 
inite resale campaign are all parts of this Plan by which successtul agents these together with E. A. Creighton 
are professionalizing their insurance work and their insurance service. and Sam W. Reynolds form the board the 
: of directors. Mr. Low has been for age 
; , , , : several years secretary of Foster-Barker the 
\nyv agent who feels that he might be interested in an opportunity to work Company, and one of the most active Cot 
j : “ge Shes ~ > _ e : wanna ‘ : younger insurance men im maha, Mr Cre 
under such a Plan may readily secure information by writing today to Davie, vice-president, is vice-president this 
of the First National Bank of Omaha, aS 





and Mr. Roberts was formerly president 
of the Union Power & Light Company Sm 
. which was recently merged with other I 
interests. Mr. Creighton is treasurer “ 
of the Foster-Barker Company and Mr. ter 
. Reynolds is in the local wholesale and a 


retail coal business. 


rr son 

Wants No “Twisted” Business too 

. At a recent meeting of the Lincoln tite 
Life Underwriters Association, M. A. to 

Hyde, assistant secretary of the Security son 

Mutual of Lincoln, read some corre- nes 


spondence with the Bankers’ Life of Des 


Moines which he said marked an ad- nes 
vance in cooperation that deserved pub- esti 
| licity. A former agent for the Security wh 
} recently took service with the Bankers, taxi 
| and one of the first policies he turned in ip 
| was one for $5,000 that the Bankers con- pre 


strued to be an effort at twisting. It 








Perhaps the most comprehensive field | laid the facts before the Security officers give 
development program in existence today. INSU RANCE co. | and announced that if this was to be a but 
ne phase is described in this advertise- | substitution for the old Security policy sale 


ment INDIANAPOLIS it would not be accepted. The Bankers tha: 


refused to issue the policy until it se- 


ESTABLISHED 1699 | cured a statement from the insured that thet 
HERBERT M. WOOLLEN, President | it was a new policy and that he did not por 
; | intend to surrender the old. pec 
"NUMBER FIVE IN A SERIES OF INFORMATION ADVERTISEMENTS |j| einen 
id ° Takes Over Standard Savings 7 


The Royal Union Life of Des Moines 





























- | has taken over the business of the , 
| Standard Savings Life of Kansas City, a 
_ | Kan., and has reinsured all of the of | 
- a | Standard Savings contracts now in ef st 
———— George Washington Life Insurance Company jfect. The Standard Savings was, or _ 
ganized as a mutual company by |} = 
CHARLESTON, WEST VIRGINIA |f | Shurtleff of Kansas City, a little more _ 
HARRISON B. SMITH, President {| than a year ago. It seemed to be en nap 
; |} | joying a good business until a_ high nach 
presents opportunity for liberal contracts covering definite territory with pressure salesman went out and wrote = 
H (Office registry and with power of appointment of sub-agents. a considerable business by questionable : 
6 f - oe “ 7 ee PI ee - |} | methods. The condition of the company you 
lhe States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South |] | was such that it became necessary to .f 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. | arrange the reinsurance to protect the Son 
| policyholders The Kansas and lowa V 
Address departments have approved the contract 
( 
ERNEST C. MILAIR, Vice-President and Secretary Se ees ae aii : 
Changes in Mississippi e so- 
Phe Union Central has made a change A 
in its territory alignment in Mississippi 
| The southern portion of the state has 
SECURITY LIFE INSURANCE CO. OF AMERICA _| e's isiisetiotaty Qe 
° & Son with headquarters at Jackson 
©. W. JOHNSON, President THE ROOKERY, CHICAGO This office has been discontinued as this 
general agency and the northern portion 
ee $47,024,989.00 of this territory has been allotted to tie 
Van C. Cavett, brother of J, C. Cavett, 
Ea 5,668,015.25 woe ©. Cavett, beating 7 3. G, So . 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 sounen comatios of Misieeiee’. — 
maturall leer mto ‘ sans, lave 
PAID TO POLICYHOLDERS SINCE ORGANIZATION...... 4,403,769.15 potariny teed tate Sew Seman, See 
° . ° agen ler W. Smither. J. C 
Good Openings in Sixteen States for Personal Producers, General Agents and Managers Cavett’s ee ae. aa On 


change advisable Both he and his son 
Address: ol 


. . retain agent's contracts, it is underst “ 
S. W. Goss, Vice-President. | ii.jc, the ‘Tupelo agencs 
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LIFE INSURANCE EDITION 


| BUSINIESS-GETTING |," 5 
METHODS CO) aN 



























nd S ° f C] > S ] the death of Mr. Ja kson, although t! i i not lling the nexperi 
Gives Suggestions for Closing Sales isoual oasis falls Sas ean oan aa WUD. | aoend ter tbe on dlemaae diiaeer ek Geek 
. . Recently in Cincinnati the head of an | importa: the conduct of es 
of Life Insurance for Protection : lly kt ) ’ , 
. . b ot yea or age wl i er ‘ t you out 
Against Inheritance Tax Inroads based insurance’ in any “appreciable Benet ped rank pe Sone 
quantity A S appr i¢ ed by { . . les , : i 
OME interesting phases of inheri-| tificate of health is easily obtained, but ts ite insurance salesmen and , ss if they would be 
S tance tax insurance were brought | if the insured had idence 7. when ne passe \ © cesire , Pot 
out by John Cronin, manager of | a life insurance of | good ‘ th cer cnarita . one 6 
the life department of the W. E. Lord | health this pi 1 be n Be Ss S « C > re gps _ 
agency at Cincinnati, O., in a talk before | stronger. If y , advise | ar cave ‘ st > . 
the annual agency convention of the | that you can wv one thous - 4 S : ex " “ 
Continental Assurance of Chicago. Mr. | policy your compan uld estab . ‘ = + 
Cronin discussed some of the details of | the fact that he was in good he : : . : y aan nae 
this particular branch of the business | Of course, suc 1 man would t . 
as viewed in the field. He said in part: | bothered with a one t s rs 
+) r ; * ’ c > x 
Small Policies Essential, But re 7) a en dees 
Large Ones Are Appetizers email Gin ee ane ” < k > juick 
g ¢ ies part r with 
“We all know that the bread and but- Accumulation of Investment nen fon aan 4 ‘ . * : late r most Rose essful bus een 
ter of the life insurance agent is the Makes Good Sales Approach me : ~¥ . 7 : = ee 
small and medium-sized policy, and the , \\ ome 
producing of a great many will give us ‘Another objection is that he | set | Sat ests - , ‘emia ae 
some dessert; but if we have a sweet | aside $25,000 or $50,000 wort t IS |. ordingiy. Of 
tooth and desire to satisfy our appe-| to take care taxes. \ c s > , 
tite we must consider, too, in addition | him that if he deposited the coupons . : 
to the small policies, the securing of | from the b s with the ‘ ‘ 
some of the coverage on the big busi- | compar I t be « : 
ness men, will not onl y es 
“The one vulnerable spot the big busi but will kee the ] ‘ . 
ness man has is the perpetuation of his | his family there \ t 
estate. There is not one in a hundred | prived of the teres b 
who knows anything about inheritance \V1 b es : Lists Three “Ins” That 
taxes and exemptions and if you have | tate of $1,000,000 : May Put Agent “Out” 
i proper approach and can convincingly | wot 1 cons £ : 
present the subject of insurance to cover olicy t rocure $250.0 : 
inheritance tax, you will not only be | to pay the debt afte s . 
given consideration by the big purchaser | than sacrifice some « sg é 
but he will recognize you as a super | ties after deatl If s 
salesman and will give you more time | with an actual t $250 : 
than he has given the combined efforts | reality is the relat betwe 
all insurance men in a year Fur- | lionaire and t governm ™ 
thermore, it gives the salesman an oj . 
portunity lg one more of the pros Illustration of Heavy : — 
; a . Burden of Estate Tax t 
ects aftairs. 
TT sllescteaé lot ww 
Inheritance Tax Gives x, dienes a pea ena ee 
Valuable Avenue of Approach I yawns Geeeee Oe & Olt 
he cost of admunistration is $4 
“You may think you know a great | leaves the net taxable estate as § 
leal about the prospect's affairs and or the tederal ixes on same are $43,872 
linarily make an approach on the basis | the Ohio inheritance tax is $34.8 - - 
life income only to find that such an | total of $78,762, leavi net t Alfred Holzman, Agency Manager of the 
arrangement is not only the furthest | the beneficiary « : 98 Ass : 
ing from his mind but is quite inap 
propriate. But where the approach i: 
based upon inheritance taxes vou have 
an opportunity of finding out much that 


never could be known to vou unless vou 


had a talk such as you will have when 
u come in the attitude of one wh 
s going to confer actual cash benefits 


Some Objections Are 
Very Easily Overcome. 


One of the common objections by the 
called wise business man is_ his 
tate ent that he has conveved a great 
l his property through deeds and 
git or has created a trust ftund that 
t be taxable The wide-awake 

vent will call his attention to the tact 
it any transfers of this nature would 
biect to taxation if he should de 

¢ within two vears and atter that 
there would be some d ibt on the 
the government s to whether 

leeds and transters were not 1 le 
templation ol in early demise 

re, It is up to the insurance man 

vince the prospect that one the 

t ential things to do ts to prove 

was in good health when mak 

« transters \ statement trom his 

in to that effect is not always 
tistactory to the government, as it 
generally considered that such a cer 





iat the benef ry inv ts t Equitable Life of New York In Chicago 
same is $52,560, the annual feder Tells How to Use “Friendly Act” Plan 





come ix W C $s SY sl0 

is SYUSITO re} esents . 

3 the total taxes be : . 

estate 1s $240,000 I : c A 

not include the legal cos 

tion amount e to $45,240 \ 

very re l ee that fig 

tore n \ s 

estate will be « gre ere 
Recently He ( cks ' 

tor 1 er ! t } 

lonial Trust ¢ \ 

leaving ¢ te > ‘ . ~ 

$1,576,115 was eal ¢ : 

sonal property in M 

which descended to e 

The entire estate was t \ \ 

ederal government $ ‘ 

Massachusetts taxed 

$340.4 Seventee the . , ‘ 
ther bite he se < Ww Name 5 Be Given 

whic My lac } >aiesma 

ened to have bee re 

their laws | exa ‘ 

land Raih 1 was taxed |! I l 

! nd ! wa LAN 

out le state nN . 
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or 23 percent of the estate \! $ . 

was payable in cash with ve \ 











THE 


NATIONAL UNDERWRITER 


November 21, 1994 











Now that it’s over 


ITH election out of the way and 

the ship of state provided with a 
pilot for another four years, we can go 
ahead with business. 


Not that we haven’t done so. Elec- 
tion year has been a good one for the 
Great Northern Life. Our salesmen 
have been selling insurance instead of 
politics. October business, for instance, 
was better than it was in 1923. 


The progress of our company is 
gratifying alike to the officers and the 
rank and file of workers in the field and 
the office. We do not make any sen- 
sational bursts, but our production 
chart is steadily mounting. 


One good thing about our organiza- 
tion is that everybody in it is happy. 
We are a big family and everybody is 
pulling for everybody else. 


Great Northern Life 


Insurance Company 


110 S. Dearborn St. Chicago 


| $10,000 to the good? 


trate the real good you might do by 


giving us this name, | want you to 
imagine for a moment that if this friend 
whom you have in mind were to die two 
or three or four weeks from now and 
you had withheld his name from me, 
wouldn’t your conscience bother you a 
little when you heard of his death and 
you reflected upon what might have 
been had you given a first-class life 
insurance agent his name a few weeks 
earlier, and that as a result of that 
“friendly act” the wife and children of 
this friend of yours might have been 
You could have 
been responsible for those little children 
receiving a first-class education. You 
could have been responsible for saving 
this widow from the terrible hardships 
she will now have to endure until these 
little ones grow up and can give her 


| some scanty support.’ 


| companies. 


This is the substance of the “friendly 
act.” If any of you care to take the 
trouble to study it a little and try it 
out, you will be able to use arguments 
that are just as good and maybe better 
in trying to point out to your prospect 
why he should give you the “friendly 
act.” But the “friendly act” is not 
merely asking for a name. It would not 
be a success that way. It is the whole 
thing with the arguments put in. 

It is understood, of course, that the 
name given is most valuable to you 
when it is given by the prospect, with 
the permission to use his name, because 
you are then in a position to gO. and 
see this new prospect and say: “Mr. 
So-and-So gave me your name.” How- 
ever, there are cases where men will 
refuse to allow you to use their names, 
even after they have done the “friendly 
act” for you, but names so given often 
turn out to be very fruitful. A great 
mistake you are likely to fall into in 
using the “friendly act”’—and for that 
reason I want to warn you of it—is to 
allow a man to give you more than 
one or two names at the most. 

When we get a name it is our business 
to ask a few questions of the following 
nature: “How old is he? Is he mar- 
ried? How many children has he? 
How old is his youngest child? About 
how big a man is he? Is he making 
$4,000, $10,000 or $20,000? The reason 
I ask you this, Mr. So-and-So, is be- 
cause I always like to know the kind 
of man I am going to call upon in order 
to be prepared with the kind of propo- 
sition that will most appeal to him.” 

You can readily understand that one 
name with all this information tacked 
on to it is worth any number of names 
and addresses without any information 
at all. Another great point of value 
in getting one name only is this. When 
you ask a man for the “friendly act,” 
it is well to assume that he has a dozen 
friends who are making money now, 
and when you have succeeded in getting 
him to do the “friendly act” on the 
basis of one name, the chances are that 
he will give vou the one name of 
twelve which he considers will be of 
the most value to vou. 


Sorry He Leamed 


the Insurance Business 
HE story is told of an office boy who 
was engaged by one of the insurance 
The boy told the office manager 


| that he intended to leave the following 


Saturday. The manager asked the boy 
how long he had been in the office, and 
he said that his employment had extended 
over a period of six months. The man- 
ager remarked. “Seemingly you do not 
like the insurance business?” 

“Naw, it’s no good, and I'll tell you 
straight, I'm sorry I learned it.” 


Greene Undergoes Operation 


Jacob H. Greene of the 
Mutual Life has been in 
hospital, having been 
weeks ago. He is 


Secretary 
Connecticut 
the Hartford 
operated on four 


' now able to be taken to his home. 


F. A. Buck 
The North American Life of Toronto 
has appointed F. A. Buck district man- 





—=: 


ager of the Montreal district. Mr. Buck 
has had 25 years of life insurance ex- 
perience, with the last seven years 
spent as Montreal manager. He knows 
the district thoroughly and has a wide 
selling and organizing experience 


Philadelphia Agency First 


in the production list for 
the Guardian Life “President's Month” 
(October) was captured by the Phila- 
delphia agency, of which E. J. Berlet is 
manager, it was announced last Satur- 
day by Vice-President Hansen. The 
month’s total of new business is $7,- 
050,000, of which the Philadelphia 
agency wrote $850,000. This agency 
held only 43rd place among the com- 
pany’s 60 agencies when Mr. Berle 
took charge in 1922. The Philadelphia 
district embraces southeastern Pennsyl- 
vania and southern New Jersey. 

Mr. Berlet entered the life insurance 
business with the Mutual Life of New 
York in 1920, after having engaged in 
the automobile and jewelry businesses. 
He is past vice-president of the Inter- 
national Association of Rotary Clubs 
and is active in civic affairs. The 
agency’s success in “President’s Month” 
is due in part to a timely “political” 
campaign, in which the agency was di 
vided into three competing teams repre- 
senting the national political parties. 


First place 





Has Unique Production Campaign 
A unique production campaign is be- 


ing conducted by the Philadelphia 
agency of the Provident Mutual Life, 
the manager of which is Paul Loder, 


president of the Philadelphia Associa- 
tion of Life Underwriters. Instead of 
dividing the entire agency into two 
teams, as is commonly done, the twenty- 
two best producers are divided into two 
“football” teams, with substitutes ready 
to take their places if they should slow 
up. A large picture of a football game 
is stretched across one of the walls and 
the position of the ball marks the 
teams’ progress. Whenever a “touch- 
down” is made, the ball starts over 
again, thus keeping up interest, instead 
of giving one of the teams the feeling 
that it could come up from behind near 
the end of the month. The goal for the 
month is $2,000,000. Mr. Loder an- 
nounced Monday that the novel cam- 
paign had already doubled the agency's 
business, as compared with figures for 
November, 1923. 


FIGHT ON HALF- RATE 
POLICY GROWS RAPIDLY 


(CONTINUED FROM PAGE 2) 
they interfere with the public’s apprecia- 
tion of insurance, its present established 
knowledge of service and costs. 

But nobody wants to go on public record 
Many other companies 
planning the offer and 
might 


for two reasons 
are reported to be 
no agent can be sure that his own 
not meet the competition. 


PHILADELPHIANS VOICE OBJECTIONS 


PHILADELPHIA, PA., Nov. 19- 
Among members of the Philadelphia As- 
sociation of Life Underwriters there is 
a strong feeling against the so-called 
half-rate policy issued by the Aetna Liie 
and Prudential. This disapproval is so 
definite that the executive committee, on 
behalf of the association, requested the 
Prudential and Aetna members of the 
association to inform their respective 
companies just how Philadelphians felt 
about the matter. The committee de- 
cided upon this course at a special meet- 
ing called by Paul Loder, president of 
the association. It was regarded as a 
“nice” way of substantiating the New 
York Association’s protest. 


TABLED AT PITTSBURGH 


PITTSBURGH, PA., Nov. 19.—The 
executive committee of the Pittsburgh 
Life Underwriters’ Association at 4 
meeting this week decided unanimously 
to table any action on the half-rate poli- 
cies issued by the Aetna Life and Pru- 
dential. 
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Chicago National Life 


Insurance Co. 
202 South State Street, Chicago 


The romance of OPPORTUNITY in 
any city, perhaps, has seldom, if ever, dem- 
onstrated a more striking example of what 
can be done than is shown by the records 
of the CHICAGO NATIONAL LIFE IN- 
SURANCE COMPANY. Many men in 
the business and out of it have remarked, 
“It’s surprising!” 















Over 13,000,000 in force—paid for busi- 
ness—close of 24 months—actual opera- 
tions. . 


Think of the advantage of a connection 
with a fast growing company like this. 


A. E. JOHNSON 


Agency Manager 
Phone Wabash 4583 






































Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 






Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 





“Conscientious Co - operation 
given Ambitious men, with or 
without previous experience.” 


HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
President Vice-President 
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_ 4) Southland Life 


DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 


$83,000,000 


Admitted Assets 


$9,000,000 





Advantageous agency contracts open to 
men of ability and integrity in 
INDIANA 
TENNESSEE 
MINNESOTA 
Our standards are high, our require- 
ments strict, but we can offer remunerative 


and pleasant agency connections to the right 
men. 


CLARENCE E. LINZ 
Vice-Pres. and Treas. Agency Manager 

















A Unique Policy 
to Offer a Prospect 


Both the scope and the liberality of the unusual 
benefits contained in our Triple Indemnity Pol- 
icy with the non-cancellable Accident Disability 
Endorsement, make it in truth “A Policy You 
Can Sell.” The Triple Indemnity feature is 
exclusive and distinctive; so is the Accident 
Disability provision. 

Illustration: Single, Double, and Triple Indem- 
nity of $5,000, $10,000 and $15,000, carrying 
non-cancellable Accident Benefits of $50 per 
week. 


Literature will be sent on request to anyone 
sufficiently interested to ask for it. Also, in- 
formation concerning available territory 
now open in Missouri, Kansas, and Ohio. 


Address Eugene E. Reed, Vice-President 


United Life and Accident Ins. Co. 


United Life Bldg. 
CONCORD, NEW HAMPSHIRE 
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This beautifully furnished and paneled room 
in the Illinois Life Building was planned solely 
for the comfort and entertainment of visiting 
agents and their wives. 


The frames in the right and left panels at 
the end of the room contain the Honor Rolls for 
the year 1922, the home-office-building year. 
The two pictures in the central panel are of Cal- 
vin Coolidge and Charles G. Dawes, each of 
whom spoke on August 5, 1922, at the Corner 
Stone Laying ceremonies. It was the first time 


ee 


The Hall of Fame 


that these two distinguished Americans made a 
public appearance together. 


The setting aside of the beautiful Hall of 
Fame for the use of the visiting members of the 
Illinois Life’s agency family is just another in- 
dication of the fact that this Company has not 
yet grown so big that the folks at the Home 
Office have lost that close personal relationship 
and friendship with the men in the field which 
is so much appreciated by that type of man who 
likes to feel that he is working with a company 
rather than for it, 


Illinois Life Insurance Company 
CHICAGO 


JAMES W. STEVENS, Founder 
GREATEST ILLINOIS COMPANY 
Illinois Life Building, 1212 Lake Shore Drive 


The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 











